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HE great artist brings to his aid a wide 
variety of brushes and pigments for the 
proper execution and interpretation of his idea. 


The expert craftsman in wood, stone or metal 
brings to his service innumerable tools and in- 
struments so that he may secure necessary 
refinements in his work. 


No one can reap the fullest benefits from his 
daily activities if he lacks proper and adequate 
equipment to support his ideals, ideas, ambi- 
tions and convictions. 


As this fact determines preeminence in other 
arts and crafts, so is it consistently vital to 
the most successful achievement in life un- 
derwriting. 


Perfect Protection is a modern refinement of 
the fundamental idea of life insurance. It is 
the essential selling equipment of the under- 
writer, intent on providing the highest and 
most advanced type of personal protection to 
those he serves. 








A PERFECT PROTECTION ILLUSTRATION 





Accident—$50.00 every week, payable for one day 
or for LIFE if disabled by any accident. 


Total Permanent Disability by Accident— 
$3,200.00 every year for LIFE if totally and 
permanently disabled by accident. No further 
premiums to pay and no deductions from the 
face of the life policy to offset indemnity so paid. 

Total Permanent Disability by Sickness 
$3,200.00 for one year if totally and permanently 
disabled by sickness and $600.00 each year there- 
after. No further premiums to pay and no de- 
ductions from the face of the life policy to offset 
indemnity so paid. 





Sickness—$50.00 every week, payable for one day 
or for fifty-two weeks if disabled by any sickness. 


Old Age—$5,000.00 cash to you at age 65, or 


Natural Death—$5,000.00 cash or a substantial 
monthly income to your family should you not 
survive the age of 65. 


Death by Accident—$15,000.00 cash or $10,000.00 
cash AND a monthly income to your family 
should death result from accident. 








To learn more of Perfect Protection and the strong, progressive institution which has made this 
service possible, write for our little booklet, “Selling Perfect Protection” which gives other basic 
reasons for the widespread public demand which Perfect Protection is meeting day by day 
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Of yardstick Tone Vilies useS ~ 


to measure the value of a company connection 





T YM WISE represents a character which you, men who entered the work seriously and with ap 

no doubt, have frequently met. It is even PrECIRTION fOr Hs lutere 

possible that you see him reflected in yourself Today finds Tom Wise with his confidence un 
shaken. He is more than ever of the opinion that 

Wise is in the life insurance business. He is an life insurance is his life’s work. He finds he has 

agent, a producer. He is old enough to have formed only one question left to answer That affects his 

certain convictions ; young enough for his future to connection 


still lie ahead of him. He took up the work because 
he believed in insurance; in its investment and 
ae ae — _—. as in its ona age hike analyze one He will see wherein it differs: in 
tures e believed that its acceptance by the public what way it offers improvement. He will measure 


aie 
“"reasce . vas 

would increase in proportion to how well it wa it by the yardstick vou see above, and will give you 

understood. . 


From month to 


to month in these pages Tom Wisse 
in search of the ideal company connection—will 


his findings in relation to his tuture 
In this campaign of enlightenment he saw an op Undoubtedly you will find it interesting to follow 
portunity for service: of a successful career for t 


INTER-SOUTHERN LIFE INSURANCE CO. 


CAREY G. ARNETT, Presiden: Home Offices, Louisville, Ky. 
Capital, Surplus and Reserve for the Protection of Policyholders : : : $13,563,462.03 
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FOUND—The kind of life insurance com- 
peny hundreds of good men have been seek- 
ng. If you desire to sell life insurance with 
an organization where the spirit of harmony 
and cooperation prevails, where associates are 
congenial, where happiness-on-the-job is the 
rule, write E. J. Cotter, Superintendent 

Agents, Peoples Life Insurance Co., 130 N. 

ells Street, Chicago, today... ; 
pineal 
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MANNING TALKS OF 
TRUST COOPERATION 





Works With Fiduciary Companies 
in Selling protection for Fami- 
lies and Estates 





MUST HAVE INFORMATION 
Famous Boston General Agent Talks 
Facts in Hart & Eubank 
Agency Course 





NEW YORK, Feb. 24.—‘“Successful 
Methods Now Being Used to Sell Life 
Insurance Through Trust Company Co- 


operation” was the subject chosen by 





EARL G. 
John Hancock 


MANNING 
Mutual, Boston 


Earl G. Manning, associate general 
agent at Boston for the John Hancock 
Mutual, who delivered here last 
before 500 prominent local underwriters 
lecture in thte 


course being offered jointly by the Hart 


week 


educational 


& Eubank agency of the Aetna Life 
and the Guaranty Trust. 
“IT have sold life insurance in every 


known way,” said Mr. Manning. “I have 
sold mortgage insurance; I have sold 
educational insurance, bequest insurance 
and all the rest of them. But all of 
these are just spokes in the whole wheel, 
because the hub of it is the question 
of income to provide for the family 
and those left behind, so that there will 
be a reasonable living somewhere near 
for them in the status in which they 
have been living. 


Studied Budget Angle 


“Being rather statistically inclined I 
have studied this matter from the angle 
of budget. Some of you know that for 
years | spent much time in Boston and 
in other places correlating material, and 
the f that has been known as 


result of ; 
“The Manning Home Budget,” which 





COMPANIES IN NEW YORK 
SINCE ARMSTRONG LAW 


FOURTEEN OFFICES LICENSED 


Comparatively Few Have Sought Ad- 
mission to the State During the 
Last Twenty Years 


There have been but 14 life companies 
licensed in New York State since the 
Armstrong law went into effect, that 
were not doing business in the state at 
that time. Some of these are New York 
companies. The first company admitted 
aiter the famous measure went into ef- 
fect in 1906 was the Massachusetts Pro- 
tective, which at that time was the Ma- 


sonic Protective. It was licensed Oct. 
30, 1909. The Bankers Life of Iowa 


was the next company, it being licensed 
Nov. 8, 1911. The New York domestic 
companies that have been licensed are 
the Teachers Insurance & Annuity, organ- 
ized Sept. 4, 1918; Farmers & Traders 
Life, organized July 7, 1914; Church 
Life, organized June 24, 1922; North 
American Reassurance, organized June 
25, 1923; Brooklyn National Life, 
ganized Oct. 5, 1925. 

The Western Union Life of Spokane 
was admitted March 12, 1924, the Equit- 
able Life of Des Moines, March 12, 1925 


or- 


Last year there were three companies 
licensed, all from Canada, they being 
the Canada Life, Sept. 8, 1926; Con- 
federation Life of Toronto, Dec. 16, 
1926, and the Imperial Life, Dec. 16, 
1926. One company has already been 
licensed this year, the Victory Life of 


Chicago, a company owned and managed 
by colored people. 


has been published all over the United 
States. It is a table which shows what 
the average distribution is on the aver- 
age income. I got that out mainly to 
find out how much a man ought to save 
That was a thing that interested me 
and interested most of the people who 
talked with me. 


Arranging Men’s Estates 


“That has been very valuable to me 
in this question of trying to arrange 
men’s estates, because after all, the 
question of arranging a man’s estate de- 
pends upon how much income he has 
got and what is his idea of extending 
that estate, or at least enough to take 
care of his family after his death 

“I am going to read you a table and 
those of you who have a little card | 
think it might be a good thing for vou 
to put it on the back. This table shows 
the minimum income which a man on a 
given income might purchase with as 
surance for insurance 


Income to Premium 


Beneficiary Salary Required 
$100 month $ 3,000 to §$ 5,000 yr. $ 25,000 
150 month 6,000 to 8,000 yr. 37,500 


200 month 12,000 yr 50,000 
300 month 12,000 to 15,000 yr 75,000 
400 month 15,000 to 20,000 yr 100,000 


500 month plus $20,000 plus $125,000 plus 


8,000 to 


What Figures Mean 


“Now, let me explain what those hg 
ures mean. I will take one. Let's take 
an average man that you see who ts 
making between $8,000 and $12,000 a 
year. Take him out of the picture and 
what is the minimum income that his 
family can live on just for food, cloth 


| GENERAL AGENCIES AND 
THEIR RANK IN SIZE 


| MANY OVER TWENTY MILLION 


New York City Has by All Odds Larg- 
est Number of Multi-Millionaire 
Offices 





The question is often asked as to the 
general agencies in the country that pro- 
duce now over $20,000,000. Perhaps the 
largest production office in the country 
is Edward A. Woods of Pittsburgh, 
manager of the Equitable Life of New 
York, which wrote last year $135,000,- 


000. Of this $84,500,000 was group and 
$50,500,000 ordinary. Hart & Eubank, 
managers of the Aetna Life in New 


York, wrote $55,000,000. This, however, 
excludes group According to these 
hgures, Hart & Eubank again nosed out 
Mr. Woods on ordinary business. C. B 





Knight of the Union Central Life in 
New York wrote $40,700,000 ordinary; 
Ives & Myrick of the Mutual Life in 
New York, $34,000,000; L. A. Cerf, of 
the Mutual Benefit in New York, $31,- 
200,000: C. A. Foehl, Prudential in New 
York, $30,000,000; J. Elliott Hall, Penn 
Mutual in New York, $25,000,000; Jo- 


seph D. Bookstaver of the Travelers in 
New York, $21,000,000; Charles Keder 
ich, New York Life in New York, 
000,000 Paul F. Clark of the 


$20,- 


John 





Hancock Mutual at Boston, wrote - 
000,000, of this being $19,000,000 ordi 
nary, and $9,000,000 in group The A 


=. Patterson agency of the Equitable 
Life of New York in Chicago, wrote 
$26,607,000 of which $15,700,000 was or- 
dinary. John Newton Russell of the 
home office agency of the Pacific Mu 
tual Life at Los Angeles is credited wit! 
$35,000,000 last year. W. W. Klingman 
of the Equitable Life at St. Paul is said 
to have paid for $40,750,000. The Ben 
Shapro wigency ot th | quital ot 
New York at San Francisco is credit 
with $24,600,000 S. T. Whatley, man 
ager of the Aetna Life in Chicago, 
put down for $23,000,000 including a 
classes It is likely that W. M 
mond, manager of the Aetna 

Los Angeles, and Herman Moss, man 
ager of the Equitable of New York at 
Cleveland, may have gone 
$20,000,000 mark. 


} 





beyond the 


ing and shelter? Well, I know from 
having been executor of a couple of 
estates and also rom having programmed 
several thousand, and having paid claims 
to quite a few, that a widow just alone 





who has been living as the wife of a 
man who has been making $8,000 or 
$12,000 a year has a terribly hard time 
to scratch by on $50 a week and main 
tain anvwhere near the same _ social 
status she was accustomed to with the 
wives of the friends she used to go 
around with 


Widows Are Earning 


There are three men that I know 
personally that have died within the 


past five years who have left their widow 
from $187 a month to 
Two of those women are selling 
thing to supplement their income and 
the other is just getting by 1 don’t 
think that minimum is articularly low 
(CONTINUED ON PAGE 37) 


an income 








FRATERNALS EAGER TO 
ENTER JUVENILE FIELD 





National Fraternal Congress of 
America Meets in Chicago to 
Discuss Problems 


SEEK MORE LEGISLATION 





Attack Unfavorable Attitude of Com- 
missioners and Legislatures Toward 
More Liberal Laws for Fraternals. 





Legislation was the dominant subject 
discussed in the presidents’ section of 
the National Fraternal Congress on Feb 
22 at Chicago. D. E. Bradshaw, of 
Omaha, general counsel of the Wood- 
men of the World, 
keynote, said: “We are largely in 
insurance we must pay at- 
to it.” He went on to say that 
the fraternals are losing ground all of 
the time and they have to get going 
Che fraternals should get laws written 
broad enough to allow them to compete 
with the commercial copanies. Mr. 
Bradshaw has prepared a co-operative 
non profit life insert which eliminates the 
242 per cent tax and allows fraternals 
on “American four” basis to change into 
a legal reserve company without chang- 
ing the organization. The change would 
be entirely optional on the part of the 
organization. 


the 
the 


who sounded 


business so 


tention 


Interested in Child Insurance 


Mr. Bradshaw declared that every fra- 
ternal should not only be allowed to 
write on a closed contract basis main- 
taining a reserve on that basis, but 
they should be compelled to do so. He 
went on to hat the lodge system 
was especially valuable in making col 
lections if not for any other reason. 

The fraternals are very much inter- 
ested in juvenile insurance and they 
are making a great effort to get legisla- 
tion passed which will be favorable to 
extending their activities in that direc- 
tion. Mr. Bradshaw attacked severely 
the law making compulsory cancella- 
tion of juvenile insurance at 16 or 18 
years of age. He said, “If you write 

on a legal reserve basis it ought to 
hold forever.” 

Hill Montague, president of the Gold- 
en Seal of Richmond, said that there 
was a demand for juvenile educational 
insurance which the laws do zot allow 
He went on to say that the time has 
come tor traternals to put business into 
their organization so agents can go out 
sell without assessment jokers 

Tells of New Bill 


say 


if 


ar d 


J. Lentz of Columbus, president 
American Union, declared that 
here is a most urgent need for juvenile 
nsurance, as it gets the youngsters 
ned for lodge systems. Mr. poe 


told about the new Speakman bill, which 
} } 





St 


1as been introduced in Pennsylvania, 
enabling fraternals to insure children, 
and enlarging their scope along that 
line. The same bill is being introduced 


This 


in Ohio, Alabama, and Arkansas 
(CONTINUED ON PAGE 4) 
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POINTS BROUGHT OUT 
BY RUSSELL IN SPEECH 





MOST LUMP PAYMENTS LOST 


Vice-President of Phoenix Mutual Talks 
Before Trust Division of American 
Bankers Association 


Assets which grow at the rate of $1,- 
000,000,000 a year make any industry 
which creates them worthy of the seri- 
ous attention of the banking fraternity. 
That is the rate at which life insurance 
has been growing for the past two years, 
as was pointed out in an address before 
the trust company division of the Amer- 
ican Bankers Association at its meeting 
in New York by Winslow Russell, vice- 
president of the Phoenix Mutual Life. 
“Not far from $1,000,000 a day was paid 
last year by the life companies of this 
country in lump sum payments to bene- 
ficiaries,” he said. “Most of these bene- 
ficiaries were untrained in the safe han- 
dling of money. 

“About 10 percent of all claims paid 
by the life companies in 1926 was con- 
served through non-discretionary trusts 
created between the insured and his life 
company. It is quite likely that a con- 
siderable part of the remaining $300,- 
000,000 paid in lump sums has already 
been mis-invested. 


Insurance Men Creators 


“That this vital matter should be com- 
ing up for urgent discussion only now, 
after more than three-quarters of a cen- 
tury of life insurance operation, miglit 
be considered strange, but the fact is 
that from the very beginning life insur- 
ance men have been trained as creators 
of estates, rather than as conservators. 
Also, the public has had only the vaguest 
kind of information as to the functions 
of a trustee or the mission of a rea 
counselor in matters of estate conserva- 
tion. 

“But many of the losses which have 
come in the past because of these errors 
are now about to be conserved through 
the bringing together of two natural al- 
lies, the trust officer and banker on the 
one hand, and the life insurance coun- 
selor on the other, to the end that thou- 
sands of policyholders may more clearly 
understand the joint mission of these 
two great conservation forces and re- 
ceive their aid.” 

The counseling of future beneficiaries 
as to the best means of conserving their 
estates through life insurance trusts was 
characterized by Mr. Russell as a great 
national service opportunity. He felt 
that trust company and national ban! 
officials were entitled to the grateful 
acknowledgment of life insurance inter- 
ests for seeing this opportunitv even 
earlier than had insurance executives, as 
well as for the advanced position they 
had taken so effectively in their adver- 
tising 

Recommends Advertising 


“Some of us believe,” he said, “that 
through a period of very much broad- 
ened advertising we shall be able to 
bring about a clearer understanding on 
the part of those most to be benefited 
by the extension of the life insurance 
trust idea. Trust companies, banks and 
life insurance companies will some day 
see the very great benefit to be derived 
for their clients as well as for their 
institutions through the advertising col- 
umns of the daily press and periodicals 
and will jointly tell the fascinating story 
to the public. Untold markets in the 
tangible field have been created through 
newspaper advertising. An almost un- 
touched field may be created in life in- 
surance trusts by a similar process 


Assets an Imposing Sum 


“Accumulated assets of life insurance 
companies have now reached the impos- 
ing sum of $12.850,000,000: 3.6 percent 
of our total national wealth. But a still 


more impressive fact is that since 1880, 
while our national material wealth has 





THRIFT WEEK WORKERS 
ANNOUNCE RESULTS 


SPLENDID EFFORT WAS MADE 


Much Publicity Material Was Promul- 
gated by the National Life Under- 
writers Association Committee 


The National Association of Life Un- 
derwriters’ thrift committee states that 
over 50 life companies interested them- 
selves in and contributed financially to 
the campaign of public education for 
thrift week in January of this year. The 
“Live to Win” poster carrying the mes- 
sage of thrift through life insurance 
was placed in 24,000 banks, offices and 
store windows. There were 44,000 cop- 
ies of the story telling about how great 
an influence life insurance was in the 
building and preserving of the business 
of the late John Wanamaker and his 
Philadelphia store. Publicity material 
was furnished to local life underwriters 
associations, trade journals, company 
house organs, etc. Material was sup- 
plied for speakers who carried the life 
insurance thrift message. Local life 
underwriters associations cooperated in 
the movement and assisted in spreading 
the gospel. There was $9,355 received 
from companies and sales. The disburse- 
ments amounted to $6,230. 

A number of company presidents sent 
a special message to their agents urging 
support of local thrift efforts. 








increased only about eight times, life 
insurance accumulations are now 28 
times as great as in that year. Yearly 
increase of assets for each of the last 
two years has been at the rate of more 
than $1,000,000,000 each year; the in- 
crease in the last five years has been 62 
percent, 

“These are vast totals, but when it is 
remembered that in 1926 there was in 
force about $1,000 of fire insurance for 
each man, woman and child in the 
‘‘nited States and only about $660 in 
life insurance for each person, the scope 
of our joint opportunity opens up to the 
full. For the time will come when the 
people of America will not place a 
higher dollar value on their goods and 
chattels than they do on their precious 
human lives.” 

In the course of Mr. Russell's address 
about 30 examples were shown of the 
advertising of leading banks and trust 
companies to promote life insurance 
trusts, as well as proofs of Phoenix 
Mutual’s own advertising in 1927 to en 
courage conferences with bankers in 
matters of estate conservation; the com- 
pany’s plan to use 27 national magazines 
in the current year was disclosed 


Ballou’s Agency Hustling 


Since Jan. 1 the Mutual Life of New 
York agency at Detroit, under the new 
management of A. P. Ballou, who was 
promoted from the Louisville agency 
Dec. 1, has written $2,339,000 as against 
$1,665,000 for the same period last year. 
This record is all the more remarkable 
since last year’s figures carry the pro- 
duction of a larger territory than the 
agency now has. Mr. Ballou was one 
of the leading personal producers of the 
Darby A. Day agency at Chicago, and 
is making a marked success in connec- 
tion with his new work. 








Sheridan Life’s Progress 

The Sheridan Life is being organized 
in Chicago by a group of men of which 
M. E. Daniels is the head and is pro- 
gressing very satisfactorily. The capi- 
tal will probably be subscribed by April 
1. The new company will be located in 
the new Hahn building in Evanston 
after its formation. Haight, Davis & 
Haight, actuaries of Indianapolis, have 
completed the policies for the new com- 
pany. The Sheridan Life will write both 
participating and non-par ordinary life 





NEW COURT ORDER ADDS 
TO CENTRAL LIFE TANGLE 





BOTH FACTIONS ARE ENJOINED 


Latest Legal Action on Iowa Company 
Brought Before Judge Kenyon in 
Federal Court at St. Louis 


DES MOINES, Feb. 24.—The con- 
troversy over the management of the 
Central Life of lowa took a new angle 
when Charles W. Lyon, attorney for the 
policyholders and agents, made a trip 
to St. Louis and filed application for an 
order from the federal court over which 
judge W. S. Kenyon of lowa was pre- 
siding and was granted a restraining or- 
der, adding still further to the legal 
tangle into which the affairs of the 
concern have been plunged. 

Although Mr. Lyon ostensibly is act- 
ing on behalf of agents and policyhold- 
ers, or agents who are policyholders, 
the Miller-Carr faction charges that he 
is in reality acting on behalf of a group 
who are supporting Dr. C. Denny 
and H. M. Havner for president and 
general counsel respectively against 
Messrs. Miller and Carr. 

What Kenyon Order Provides 

The Kenyon temporary restraining 
order stipulated as follows: 

1. That both factions are restrained 
from expending any money for holding 
meetings of agents at Memphis, New 
Orleans or Havana. 

2. That they are restrained from cir- 
cularization of the agency force or pol- 
icyholders in connection with the contest 
for control now in the district court 
here. 

3. That they are restrained from 
sending out any advertising matter for 
the Central Life until it is definitely set- 
tled who are the officers of the society. 

4. That the Iowa National Bank is 
restrained from paying any checks 
drawn by either faction for the purpose 
of holding any meetings. 

5. That the Iowa National Bank is 
restrained from paying any checks 
drawn by either faction intended to pay 
the expense of any agents to any meet- 
ing of the society in Memphis, New Or- 
leans or Havana. 

Hearing on the order will be given 
Feb. 25. 

Spollx Trip for Agents 


Policyholders bringing the action are: 
Louis Abels, Seattle, Wash.; B. B. 
Dean, Mitchell, S. D.; H. E. Kirk, Kan- 
sas City, Mo., and R. L. Wilson, Port- 
land, Ore. Defendants are all those 
claiming to be officers or directors of 
the organization. 

The latest court order has spoiled a 
delightful vacation for more than 100 
agents of the Central Life who had 
earned a big southern trip at the ex- 
pense of the company. Everything had 
been arranged for the big meeting in 
Memphis this week. The agents were 
to have started for that city Monday. 
The business sessions and school of in- 
struction were to be at Memphis but 
the real pleasure jaunt contemplated a 
visit to New Orleans and on to Havana 
where in both cities the fiesta season 
was to have been the main attraction. 


Hearing Due Friday 


This move in the federal court com 
pletely blocks the plans of the Miller 
Carr faction, now in control of the 
Central Life, from heading 100 or more 
agents on the big excursion stunt. The 
order provides that a hearing must be 
had Friday before a federal judge here. 
ludge Wade, who presides over the 
United States court here, is in Califor- 
nia trying to regain his health, so a 
judge must come from some other dis- 
trict to hold the hearings. 

If at this hearing it should be decreed 
that the Miller-Carr management is act- 
ing illegally in promoting an agents’ 
excursion at the expense of the com- 
pany, the vacation trip will be dropped, 


MUTUAL UNIONS ARE TO 
BE INVESTIGATED SOON 


ILLINOIS LEGISLATIVE MOVE 





Sub-Committee of the House Insurance 
Committee Will Make Probe to 
Give Remedial Measure 


SPRINGFIELD, ILL., Feb. 23.— 
Representative R. J. Branson of Cen- 
tralia has introduced a resolution in the 
lilinois house asking for the appoint- 
ment of a joint commission of three 
members each of the house and senate 
to investigate the so-called mutual 
unions operating largely in central and 
southern Illinois that are not under the 
jurisdiction of the insurance department. 

This resolution was referred to the in- 
surance committee of which G. J. John- 
son is chairman. At a meeting of that 
committee the manner of procedure was 
fully discussed. It was determined to 
place the matter in the hands of a sub- 
committee of seven members of the 
house to be appointed later by the chair- 
man with instructions to report at the 
earliest possible time to the committee 
in order that remedial legislation can be 
enacted at this session to properly gov- 
ern and supervise these concerns. 

Several lawyers, who are members of 
the insurance committee, told their ex- 
periences in endeavoring to collect valid 
claims against these concerns. There 
seems to be strong feeling among the 
members of the legislature to correct 
this situation, which reflects on the in- 
surance business generally, by passing a 
bill giving the secretary of state super- 
visory powers over those already oper- 
ating; amending the corporation act 
prohibiting future organization of such 
concerns under that act; or, if proper 
means could be devised to place them 
under the regulation and supervision of 
the insurance department. 





Writes Old Policyholders 


The Everts Wrenn agency at Chi- 
cago for the State Mutual Life com- 
pleted 1926 with a record of over 50 
percent of business paid for issued on 
old policyholders. The result was ob- 
tained by the use of a definite system of 
following changes of age among policy- 
holders. It is also effective with regard 
to prospects. A definite record of fol- 
lowing changes in age was adopted. 
Agents get the date of birth of a new 
prospect even when he can not be sold 
at the time. 


Not Writing Business 


The Sovereign Life of Illinois has 
apparently gone out of business. The 
Sovereign Life, which is a mutual com- 
pany, has not written any business since 
last April. E. C. Clark, promoter and 
president, hasn't even been to the com 
pany’s former office to get the mail 
since December of last year. The com- 
pany has $2,000 in the bank and it has 
not given up its charter. 








Volunteer State Has Stock Dividend 


A total dividend of 37 percent was 
declared by the Volunteer State Life at 
the annual meeting last week. The pay- 
ments represented a regular dividend of 
12 percent and a stock dividend of 25 
percent. 

An amendment to the charter to in- 
crease the capital stock from $1,000,000 
to $1,250,000 will be filed soon. The 
vear 1926 was one of the most success- 
ful in the company’s history. 


but if decision is made that such a pro- 
cedure is not illegal, then the matter 
may be undertaken unless in the mean- 
time Judge Thompson should decree 
that the Dennv-Havner faction is entit- 
led to head the concern. In such an 
event the excursion would proceed under 





ba new leadership. 
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WOODS SHOWS VALUE 








OF LIFE INSURANCE | 





Says Trust Company Should Be | 


Appointed Executor of 
Estate 





READY CASH IS NEEDED) 





Liquid Assets Will Keep an Inheritance | 
from Being Sacrificed to Meet 
Death Demands 





Edward A. Woods, 
Equitable Life of New York at Pitts- 
burg, spoke before the Hart & Eubank 
agency of the Aetna Life at New York 
City on the “Conservation of Estates. 


manager of the 


LIFE INS URANCE EDITION 


| URGE PENSION FUND FOR 
U. S. FEDERAL RESERVE 


|COVERS EMPLOYES OF SYSTEM 

Insurance Officials Discuss Advisability 
of Pension Plans Before House 

Committee on. Finance 


in Ameri- 
the 


There is a definite tendency 
can business and industry towards 


| establishme nt of retirement incomes and 


» | 


The first installment was given in last | 


week’s issue. The second follows: 

Life insurance puts the heart 
into the estate. It is actual cash, 
ingenious device by which the 
which causes this automatically | 


brings in the thing to replace the loss. 
When you stop to think, it is a beauti- 
ful thing about life insurance. 

Here is a man worth $1,000,000. He 


back 


loss 


the | 
thing | 


| “We are vitally interested in it,” 


has $100,000 or so of that $1,000,000 in | 


actual cash. The taxes, if he died in 
certain states, and the federal taxes, 
must be paid at once. His estate shrinks. 
But life insurance is the only method 
by which that shinkage can be taken 
care of automatically by the s 
that brings that shrinkage. 

Let me make a suggestion here. a 
method of suggesting that, which 
been used successfully. Suppose you 
ask a man, “If you absolutely knew that | 
an investment of yours would shrink 30 | 
percent and that by paying a fair rate 
of interest on that you could prevent 
that shrinkage, would you do it? 


By Paying Interest One 
Can Avert a Shrinkage 


I had $100,000 worth of stock and 
I positively knew that stock was going 
to shrink $20,000, and that by paying 4 
percent or 5 percent on that shrinkage to 
divert it I could do it, I would do it. 
That is exactly what is going to hap- 
pen to every man’s estate. That is ex- 
actly what life insurance will do for 
him. By paying interest on the shrink- 
age he can avert that shrinkage. 

Don't you think that is a very prac- 
tical argument for presenting the life 
imsurance idea to a man’s estate? If a 
man is worth $200,000 it is going to 
shrink $50,000 when you die But if 
vou will pay 4 percent or 5 a to 
i life company, or $5,000 it will be able 
to guarantee that shrinkage will be taken 


care ot, 


Believes That Inheritance 
Taxes Will Continue 


going to 


l am not discuss at length 
hether these inheritance taxes are go 
ney to continue to be as excessive as 
hey are now I know of no good au- 
thority that feels there is going to be 
inv great reduction in the total tax 
charge on estates. The government and 


the states now are 

whether it ought to be 
state tax, but it is 
this taxing of estates 
estate taxes are on the idea of 
tucking the goose with the least 
-quawking. I am not condemning leg- 
slatures, but it makes an awful easy 
lace to get it. Every estate goes 
irough the administrator’s or execu- 
tor’s hand. The man that owned it is 
dead and it is going to result in a gen- 
eral reduction in taxes. The 7,500,000 
ecople who pay income taxes mostly 
iour times a year, can all vote, and of 
the 12,000 people who die every vear, 
caving $50,000, they are dead; they 


squabbling 
a federal tax or 
awful easy money, 
Most of these 


over 


based 


can’t | 


same event | 


has | 


| 


| should be 


pension funds, Robert L. Cox, second 
vice-president of the Metropolitan Life, 
| told members of the House committee 
on finance and banking. Appearing be- 
fore the committee to testify in connec- 
tion with the Senate bill No. 3657, to 
provide a pension fund for employes oi 
the Federal Reserve system, Mr. Cox 
stated that his company has definitely 
reached the conclusion that “the coun- 
try is coming to the consideration of 
retirement plans.” The measure under 
consideration by the committee provides 
| that a corporation, consisting of officials 
in the Federal Reserve System, shall be 
created to evolve and execute plans pro- 
viding retirement incomes for employes 
of the system. No specific plan is in- 
cluded in the measure. Mr. Cox ex- 
plained to the committee that his com- 
pany is not opposed to the measure. 
he said. 
“Because we are writing pensions and 
have spent thousands of dollars studying 
the questions involved, and we find that 
provisions in the bill are in harmony 
with the tendency of large corporations 
to establish pension funds.” 


Advocates Continuous Pension 


Mr. Cox advised that any plan provid- 
ing retirement incomes permits the em- 
ploye to acquire pension rights, regard- 
less of his continuance of his employ- 
ment with the same branch of service.” 
“The plan should be such,” he contended, 

“that an employe shifting his employ- 
ment from one concern to another 
protected and have his pen- 
sion rights protected.” He advocated 
that an independent concern rather than 
the employe supervise and handle the 
pension plan. 

Asked by 
of Pennsylvania, 
mittee, if an outside 


Representative McFadden 
chairman of the com- 
committee could 


and they 
So it ts 


vote are not going to do much 
kicking. very likely that the 
exaction upon estates due to estate taxes 
is not going to very much diminish 
That is the expectation of most econ- 
omists 


| Not Enough Insurance to 


Keep Estates at Par 


Someone said that the total amount of 


insurance carried today was only prac- 
tically enough to put the American man 
one vear ahead of the bread line It 
doesn’t do that It doesn’t even keep 
estates at par In one year, the flu 
vear, thanks to the flu if you want to 
be thankful for people dying fast, the 
amount of life imsurance did pav_ the 
shrinkage of estates. That is the only 
vear it has ever done it The federal 
reports do not give the amount of 
shrinkage except on estate of $50,000 


But the total claims paid do 
not even pay the shrinkage on the large 
estates. lf we could ascertain the 
shrinkage of small estates, and if we 
could ascertain the losses to estates be 
iving to 


and ove! 


cause of hi raise monev te 
the 


' 
ver\ aru 


Wealthy Man Left His 
Business to Family 


, 
government, those figures would be 


We had a wealthy man in Pittsburg! 
lie 1] pt | tate. H 
me and ieave an exceptional estate c 
left an estate consisting of a world-wide 


which 
92 per- 


known 
he was 


manutacturing 
very proud. He owned 
cent of the stoc k, l think That corpora 
tion of his was very protitable Phe 
(CONTINUED ON PAGE S37) 
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JUNIOR “ASSOCIATION | 
SHOWS FINE INCREASE | 





IS GETTING NEW MEMBERS | 
|Over 40,000 Copies Required for 


President John W. Cadigan Looks For- 
' ward to a Large Attendance at the 
Meeting in Dallas 


John W. Cadigan, assistant superin- 
tendent of agents of the New World 
Life, who is president of the Junior 
Association of the American Life Con- 


vention, reports that the membership 
of the association has increased over 25 
percent since the organization's last 
meeting at Detroit. 

The Junior Association is composed 
of the younger officials of the various 
member companies of the American Life 


in 


‘LIFE PAYMENT: 5 SHOWN 
IN SPECIAL EDITION 


——— 


Orders on Number Listing 
Death Benefits Paid 


COVERS U. S. AND CANADA 


Convention. It was organized three 
vears ago by James W. Stevens II, of | 
the Illinois Life of Chicago, who acted 
as its first president. 


The purpose of the 
foster triendship and build up a 
relationship between the younger 
and the insurance business. 

“The Junior Association has enjoyed 
a sp slendid growth ever since its incep- 
tion and we expect to have over 50 
members present at our meeting at Dal- 


closer 


men 


las this fall.” stated Mr. Cadigan. 
Membership in the Junior Association 
is open to any men 30 vears of age 
or under who hold positions with the 
legal reserve life companies of the 
United States and Canada. 
more efficiently take care of the pension 
plan at a greater saving than an em- 
ployer, Mr. Cox replied that he thought 
it could, since “the outside concern 
would already be established and, in the 
case of mutual life insurance compa- 
nies, would furnish the service at cost.” 
He pointed out, however, that the 


question as to whether the Federal Re 
serve System should have a private con 


cern handle any pension fund which it 
might establish is not so important as 
giving the authority to the system to 


have the fund 


Pensions Called Deferred Pay 


James E. Craig. actuary of the Metr: 
politan Life, testified for the committee, 
stating that “We take the economical 


viewpoint that pensions are more in the 


nature of deferred pay. Rather than a 
gratuity, it is an earned income. It is 
a charge against industrv rather than 
against the state and industrv should 
pay the cost.” He stated that he would 
regard the Federal Reserve banks as a 
part of the industry he referred to. Mr 
Craig said that an established pension 
plan “is a sound investment.” It should 
be an efficient, economical proposition 
and one that will not involve a larger 
disbursement than before the plan is 


“It would ultimately 
way,” he declared, refer 
contributions of the em 
t | 
» such a func 


placed into efiect 
pay own 


ring to the 


its 
plover t 


Other Companies in Faver eof Bill 


ig 1¢ teat e ot 
the bill that “gives the Fed eral oman 
> In . r | ; } + » 
Board more « less of a blanket ticket 
He contended that the bill should con 


the employe 
ave a col ght to 
tain definite upon being 
pensioned, according to his contributions 
to the fund Mc Fadde 

explains the bill simply proposes that 


plan whereby 


tr “ty ! , 
tractual fr 


tain a definite 
would hi re 
ceive a cer sum 
| 


> 
Representative 


Congress grant this authority tor estab 





lishment of the fund 

E. R. Kenzel, deputy governor of the 
Federal Reserve Bank of New York 
had read into the record yy rom 
officers of the Equitable Li of the 
United States, the Mutual - ife of New 
York and the New York Li in which 
the purpose of the bill was " endorsed 
and its passage recommended. The com 
mittee concluded its hearings on the 
bill but deterre« ict 1 nm report x 
it to the House 


organization is to | 


National Underwriter Takes Over Big 
Annual from “Insurance Press”— 
Broad Service Is Rendered 


this paper last week re- 
ceived a special edition which represents 
great life insurance services 
vear. The Life Insurance Distri- 
Number is not only but 
it gives a splendid demonstration of the 
insurance. 
insurance 


> 
Readers of 


one of the 
of the 


unique 


ons 
value of lite 
rhe life 
United States and Canada in 1925 
collated and given in the Life Insurance 
Distributions Number name by name 
for the cities and towns of each state or 


province, wherever the total carried by 
jlicvholder amounted to $10,000 or 


payments in the 
were 


one px 


more. This collation of individual pay- 
ments was the basis. From it were 
drawn several other highly interesting 
tables, showing the largest insurances 
paid, in order of amount; prominent 
policvholders among the larger pay- 


totals paid in cities and towns 
population, the towns 
nged alphabetically by states and 


ments; 
ot 8,000 or more 
afrfa 


provinces; rank of cities by total amount 
of life insurance paid. In addition the 
reading text brought out some of the 
ore notable observations to be mad 
irom the matter presented 
Great Quantity Ordered 
That this special Life Insurance Dis 
1s Number is of value is shown 





by the fact that more than 40,000 copies 








were required to fill orders received 
from companies and general agents and 
to take care of the mailing list of THe 
Natronat UNpERwriITer. Agents use cop- 
ies of this special edition in soliciting 
The matter shows the esteem fot life 
insurance held by prominent citizens. It 
shows the good that is done in the va 
ous communities by life insurance 
providing for families. It is a soliciting 
document in itself. 
Daily Newspaper Publicity 

I addition, the publication of this 
special ber results in wide publicity 
among t daily newspapers on the ben- 
efits of life insurance. An advance copy, 
specially printed for the newspapers 

thout advertising, was sent out “under 
elease” to every daily newspaper in 
Canada or the United States. In addi- 
t several hundred periodicals were 


copies under re 
Probably every life insurance 


furnished with advance 


tas 
" is noted im home paper reter 
ences to the life insurance distributions 
is own town and state, drawn tron 


s special number. The good that ts 


ne through life insurance and is thus 
: 7 : : 9.02.26 
taught to the public by su sublicity 1s 
; 1-89 
hsolutely incalculable 


Shews Fruit ef Life Insurangce 


Che Life Insurance Distribut $ 
Numb was pub shed annually 
Mal vears DV the “Tr wurance Press” t 
New York. It has undoubtedly resulted 

securing more publicity and m 
desirable muublicity for life imsurance 
‘ vear than any other publicati 
any ther event of the business I 
shows the fruit of life imsurance t 
shows that tor all emiums paid 
the publi enormous sums in benefits 
actually « me back 

te NATIONAL UNDERWRITER is glad t 

tuke ver this great annual special « 


(CONTINUED ON PAGE 38) 
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JAMES W. STEVENS, Founder 





















The Ideal 
Agency Officer 


HE ideal agency officer is one whe knows his 
company from the ground up—thoroughly knows 
and has confidence in his superior and fellow 
officers, and having this information and this intimate 
acquaintance is willing to stand by that company and 
those officers just as loyally and steadfastly as though 
he himself was personally and solely responsible for 
every existing condition and every action taken. 


He must be a sincere man, a man who in his deal- 
ings with agents has the ring of sincerity and fair 
dealing, showing equal favor to all and unequal oppor- 
tunities to none. 


He must be deeply appreciative of the difficulties 
which confront the man behind the rate-bcok, an 
from the well of his own practical experience and 
knowledge be able to counsel wisely and advise in- 
telligently on all the multitude of big and petty 
problems and disputes which are forever coming up 
im an active agency organization. 


He must be a man of quick and positive decisions, 
and his oral promise once given must be as binding 
as though reduced to writing. 


He must be intimately acquainted, but not grossly 
familiar, with his agents. 

He must be big enough to frankly acknowledge such 
mistakes as he may make, to take upon his own 
shoulders a great part of the blame for an agent's 
lack of success, and so constituted temperamentally as 
to be burdened without irritation with the thousand 
and one little complaints and troubles of the men 
who compose the agency organization. 


In brief, the successful head of an agency depart- 
ment is the “Little Father” of the organization, and 
upon his patience, forbearance and good counsel, and 
the degree of respect and confidence he enjoys of the 
men under him, depends the success and the strength 
of the producing force. 


















From address of R. W. Stevens, President 
Illinois Life Insurance Co., Before Life 
Agency Officers Association, Chicago 

November, 1925. 







Illinois Life Insurance Co. 


CHICAGO 
James W. Stevens, Founder 
Greatest Illinois Company 
1212 LAKE SHORE DRIVE 


The Illinois Life is The Dean of the Illinois Legal Reserve Companies 














ILLINOIS FEDERATION 
| HOLDS ANNUAL MEETING 


| Spencer Welton and Ernest Palmer 
| Are Chief Speakers at 
the Banquet 


|\WANT PUBLIC EDUCATED 


Objections to Compulsory Automobile 
Liability Insurance Are Reiterated 
For Benefit of Members 


OFFICERS ELECTED 

President—L. J, Kempf, Travelers, 
Chicago. 

Vice-Presidents—C. H. Burras, Na- 
tional Surety, Chicago; J. E. Callender, 
Ocean Accident, Chicago; Charles N. Gor- 
ham, American of Newark, Rockford; 
Isaac Miller Hamilten, Federal Life, Chi- 
cago; W. E. Hodnett, Lincoln, IL; John 
Cc. Lanphier, Jr., Springfield; N. C. Me- 
Lean, E, St. Louis; George D. Webb, 
Conkling, Price & Webb, Chicago. 

Secretary-Treasurer—T,. R. Moss, Chi- 
cago. 

Directors—H. G. Badgerow, Continen- 
tal Casualty; Herman Bartholomay, Chi- 
cago; N. H. Bokum, Bokum & Dingle, 
Chicago; F. Y. Coffin, Moore, Case, Ly- 
man & Hubbard, Chicago; L. M. Drake, 
Critchell, Miller, Whitney & Barbour, 
Chieago; Wade Fetzer, W. A. Alexander 
& Co., Chicago; F. M. Gund, Crum & 
Forster, Freeport; F. P. Hamilton, Queen, 
Chicago; L, A. Howes, Peoria; J. D. La- 
Teer, Agricultural, Peoria; E. W. Law, 
Royal, Chicago; Robert D. Lay, National 
Life, U. 8S. A., Chicago; C. B. MeGrew, 
Galesburg; D. R, MeLennan, Marsh & 
MeLennan, Chicago; H. C. MecNamer, 
Equitable Life of New York, Chicago; 
Emmet C. May, Peoria Life, Peoria; 
H. M. O’Brien, Chicago Fire & Ma- 
rine; Fred A. Rye, Commercial Union; 
Alexander Smullan, Chicago; R. W. Stev- 
ens, Illinois Life; George Tramel, Aetna 
Life, Chicago; R. W. Troxell, Springfield; 
J. W. Webster, Danville, 


Spencer Welton, president of the New 
York Indemnity, and Ernest Palmer, 
manager of the Chicago Board, were the 
speakers at the annual meeting of the 
Illinois Insurance Federation in Chicago 
last week. Both made vigorous and 
spirited defences of the insurance busi- 
ness and urged a greater education of 
the public regarding the insurance busi- 
ness on the part of insurance men. 
Cheir talks were, as they usually are, 
punctuated with wit and pungent ob- 
servation and both scored heavily. 
Virtually all of the old officers were re- 
elected, Louis J. Kempf, manager of 
the liability department of the Travelers, 
being continued as the head of the 
organization for another year. Mr. 
Kempf presided at the dinner and in his 
annual address discussed “Organization 
and Cooperation in the Business of In- 
surance.” There was a large attendance, 
all branches of the bysiness being well 
| represented. 





No Romance in Insurance 


Mr. Palmer's subject was “Striking an 
Attitude.” He said that the kinship of 
insurance business with every other 
business should be more fully recog- 
|nized. The insurance business, Mr 
Palmer declared, is most acutely in need 
of an intelligent public opinion to sup- 
port it. Political supervisors of the insur 
ance business will always be in evidence, 
he said, and as a consequence the public 
should know the insurance story and 
know it clearly. The difficulty is that 
there is no romance about the insurance 
| business, and the public will not read 
about it. It is not spectacular. Being 
a necessity the public scrutinizes its cost 
much more carefully than would be the 
case if it were a luxury. 
| Mr. Palmer dwelt upon the progress 
| that the public utilities have made in 
securing public favor. Insurance busi- 
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ness with a record of growth that is 
unsurpassed is still misunderstood and 
has no boosters outside of its own ranks. 


Need Birth Control 


Mr. Palmer said that the public is not 
enthusiastic about the insurance business 
because many in the business are not 
qualified to meet the public and create 
a favorable public opinion. In discuss- 
ing the multiplicity of incompetent repre- 
_sentatives that are now in evidence in 
the insurance business, Mr. Palmer said 
that the business has practiced no birth 
control. He complained that there is 
too much washing of family linen in 
public on the part of the insurance busi- 
In carrying on negotiations with 


ness. 
each other, Mr. Palmer declared that 
agents and company executives bluff 


too much. The first proposition of 
either is not accepted on its merits be- 
cause it is felt that there will be much 
negotiating and that what is presented 
initially is more than can be hoped for 
finally. One of the needs of the insur- 
ance business Mr. Palmer asserted is 
for men with time and leisure to study 
the business in its relations to the 
public. 
Contributory Negligence a Bar 


Mr. Welton expanded on the thought 
put forth by Mr. Palmer, and said that 
the present agitation for compulsory 
automobile liability business is largely 
the result of public ignorance. Within 
a year, 79 compulsory automobile liabil- 
ity bills have been introduced in the 
various legislatures of the country. In 
Massachusetts, for instance, where there 
is a compulsory automobile liability law 
on the books, the average citizen thinks 
he is covered, whereas in 66 2/3 per- 
cent of the accidents there is contribu- 
tory negligence and under the law this 
must be proven. The compulsory auto- 
mobile liability law should primarily cut 
down reckless driving, Mr. Welton said. 

In Massachusetts the companies are 
forced to write such business as is of- 
fered to them, and this is an unsatis- 
factory situation to the public as well 








| as the insurance company. Anyone is 
able to get insurance, and as a conse- 
quence, reckless driving is encouraged. 
In Massachusetts where there has been 
much talk and discussion of the com- 
pulsory liability law, it is quite evident 
that the average citizen has no real 
understanding of it, which is as much 
the fault of the insurance business as 
anyone else, Mr. Welton said, because 
the real insurance features of the law 
should have been explained to the public 
in understandable language, which has 
not been done. 


Stresses Menace to Business 


President Kempf spoke of the dreaded 
menace of state 
great need for better organization of in- 
surance men to oppose the movement, 
for the benefit of the 


| speed 


insurance and of the | 


public. He said | 
that the purpose of the federation is to | 


| educate the public about insurance from 


the insurance man’s point of view and 
to fight any measures inimical to the | 
interests of the business. He cited the 
case of the railroads, which were taken 
over by the government as a war mea- 
sure to expedite the movement of sup- 
plies. This experiment, in common 
with most war measures, was disastrous 
from a business point of view, and the 
railroads are just now recovering from 
the effects of the operation of the roads 
solely with an eye to moving war sup- 
plies and soldiers with the greatest 
without regard to cost. Mr. 
Kempf made a plea for closer coopera- 
tion in the movement to secure an un- 
derstanding of insurance on the part of 
the public. 


Rockwell School at Cleveland 
Cleveland will have its first school of 


| life insurance salesmanship in a number 


of years, when, beginning April 19, the 
Dr. Rockwell School will be given for 
nine weeks at Cleveland College. 

An enrollment of 100 is expected, and 
a considerable number of out-of-the-city 
enrollments are expected, three already 
having been received from Tennessee. 
The course is being given under the 
auspices of the Cleveland Life Under- 
writers Association. 


Peoples Life’s Figures 

The Peoples Life of Frankfort, Ind., 
makes an excellent financial statment. 
its assets being $5,002,313, as compared 
with $4,407,517, the year previous. Its 
policyholders’ surplus is $517,115. It 
now has insurance in force $43,519,575, 
Life is 


gain $3,000,000. The Peoples 
one of the progressive Indiana com- 
panies. 








FIGURES FROM DECEMBER 31, 


LIFE COMPANIES 


1926 STATEMENTS 













































Total New Bus. Insurance Gain in Premium Total Pd Policy- Total 
Assets Capital ae ae 1926 In For . Ins. in ey e Income Income holders Disburs. 
Acacia Mut., D. C. ...... OS! aes 582 5 226 30, 110 5 : 492 3,870,296 
American, Mich, ... 11,797,740 200,000 § 1,762,256 
American Nat'l, Tex...... 25,795,734 1,000,000 ¥ 9,616,591 
Baltimore, Md, SO ror 9 2,385,274 
Bankers Life, Nebr. 100,000 7 2,551,680 
Business Men's, 200,000 9 3,863,833 
Cotton States, 300,000 5.92 683,901 
Equitable of U. S., N.Y... 869,604,876  ..... 5 4 160,500,222 
Eureka-Mary a 250,000 c 1,103,72 
Federal Life, Ill. ......... 300.000 J 1,866,245 
Great West., Can.......... 1,000,000 x 6,918,579 13,674,913 
Beeperses, Me GC. cocccessece 100,000 od 195,4 452,105 
Kansas City, Mo. ..cccess> 1,000,000 8! 3,318,506 6,787,175 
[rs i cessasccce EEE -seceee . i x 3 86,128 771,924 
Maryland, Md, ........... 100.000 37 2 288/506 19,739,635: x 462,383 673,721 
Mass. Protective, Mass. 200,000 193,463 7,255,000 13,474, 000 4, 600, 300 23,082 121,105 
Merchants, Fe. ..cccccsess 400,000 369,730 10,013,966 $1,502,688 3 oy aoe 2, 1,049,011 1,817,432 
Monarch, Mass. ...ccceess 200,000 §00,500 5 15,674 
| North Amer., 125,000 168,000 65,975 
Northeastern, 100,000 798,000 36,568 
Occidental, Cal. 350.000 15,951,609 3, ,894,655 
| Ohio State, O. 500,000 16,311, 018 . 6,827 
Pan-American, 1,900,000 ; 4, 6,044 
Security, Il 250,000 1, 1,489 
Southern, Ala, 118,370 1, s 3,661 
{ Sun Life, Can. 1,500,000 1, 57, 3 9, 791 
| *Union Nat., Fia.......... 229,640 23,495 2/1 
Western States, Cal. .. 5 1,000,000 2 > 3,949,841 7 
1,844.45 25,413 3,180,973 195587 811,338 


w isconsin, Wis 


*L icensed to write July, 1926 
*Industrial Business sold in 1226. 
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“A Company 
willing to Pay 
the Price Required 
to Give Service” 


FIFTEEN MILES AN HOUR 
—the Fastest Thing in the World: 


STEAM ENGINE once tore down a track at the unheard 
of and breakneck pace of fifteen miles an hour! 


There were those in that day who believed nothing could 


ever be made to attain a greater speed! And once there were 


life insurance men who thought a $5,000 policy was about the 


limit! 


Are you in step with the rapid strides now being made in life 
insurancer Every International Life man is. 


International Life Insurance Co. 


St. 


W. K. WHITFIELD, President 


Louis, Missouri 


DAVID W. HILL, Vice-President 
W. F. GRANTGES, Vice-Pres. and Gen’! Mgr. Agents 
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EIGHTY-SECOND ANNUAL STATEMENT 


To the Policyholders: 
You, the members of the New 


You are a vast community of people representing every honest walk in life—farmers, bankers, tradesmen, 
turers, employers and employees, and professional men and women—young and old—all banded together in a common enterprise 
, , - z 


common good. 
If you and your families could be 


York Life Insurance Company, owned 2,220,784 policies at the close of business on December 31, 1926. 


merchants, laborers, manufac- 
for the 


brought together, you would populate one of the largest cities in the world. What a city it would be, 


with every family striving to safeguard its own future through a single co-operative institution for insurance and savings! 


A Prosperous Year 
In 1926, this Company, which 
you own, wrote another chapter of 
progress: 
New insurance over 
900 Million Dollars, 
Total insurance in force over 
534 Billion Dollars, 
Paid to members and beneficiaries 
over 
133 Million Dollars. 
including over 
53 Million in Dividends. 
You, the policyholders, have ac- 
cumulated assets of more than 1!4 
Biliion Dollars. This money plus 
your future deposits and compound 
interest will eventually provide for 
payment of the Company’s obliga- 
tions to you and your beneficiaries. 
We believe we are one of the 
companies Hon. Charles Evans 
Hughes had in mind when he re- 
cently said: 
“I like to think of the spirit 
of life insurance, for it is the spirit 
of achievement.” 


Nylic Is Your Investing 
Agent 


The fund of more than 1'% Bil- 
lion Dollars is invested in accordance 





Cash Value of Life 


Fire insurance and life insur- 
ance protect values. The value of 
a worker's life is the cash worth 
of his future net earnings, usually 
far greater than the value of his 
property. The following points may 
help you to estimate the monetary 
value of your life. 

The United States Government 
fixed $10,000 as the insurable life- 
value of American soldiers and sail- 
ors in the Great War, mostly young 
unmarried men who had been earn- 
ing small incomes or none at all. 

Recently, according to the New 
York Times, the American Statist- 
ical Association declared that the 
money value of the average Amer- 
ican life (including children and 
adults who earn no income) is $17,- 
500! As an income-earner, the value 
of your life is much greater. 

Consider the capital required to 
produce income from interest. At 5 
percent, it takes $24,000 to yield 
$1,200 a year—$100 a month. 


How Much Insurance 
Is Needed? 


The answers to the following 
questions will enable you to meas- 
ure your insurance needs: What is 
the minimum income you will re- 





with the strict requirements of the 


HOME OFFICE BUILDING 


quire in your old age, or if you be- 


come totally and permanently dis- 
abled; and what is the smallest an- 


laws of the State of New York; and 


NEW YORK LIFE INSURANCE COMPANY 
it plays a substantial part in the de- 5 


NOW UNDER CONSTR E SITE F t LD MADISON SQUAR 
MADISON AVENYTE 7 FOUR AVI WENTY-SIX WENT EVENTH 81 


GARDEN 
REET 





ase ead 





velopment of the nation’s farms, 


NEW YORK CITY 





nual income your family could man- 





homes, railroads and public works. 

As policyholders, you practise thrift. You invest soundly and 
safely. Your money will be available to you and your dependents, 
impressed with emergency-power, at a time when it will be needed 
most. 


That is what Mr. Hughes meant when he said, in the address 
to which I have just referred, that a life insurance policy was the best 
guardian of the purse that had ever been discovered. 


Small Average Policy 


Your total insurance is impressive; but if you divide it by 
2,220,784, the number of policies, you will find that the size of the 
average policy is only $2,590. 


Of course, some members have more than one policy; and many 
of you are also insured in other companies. But the great majority 
are UNDERINSURED, as you will see. 


age on if you were taken away? 

Is it $500 a year, or $1,000, $2,000, $5,000, $10,000, or more? 

How much will it require to settle your estate—to pay your 
debts, mortgages, and taxes, including the federal and state inheritance 
taxes? 

How much cash will be needed at your death, or the death of 
your partner or an official of your company, to stabilize credit or to 
enable surviving partners or stockholders to acquire the deceased 
associate’s interest in the business and carry on? 


Your Program 


You probably have a program, because you are insured; but 
how does your program stand today? How far short is it of the 
safety mark or the mark you are aiming at? May I suggest that 
you figure it out for yourself, or call in one of our Agents to help 
you work out a plan suited to your needs, so that you may feel 
secure as to your own and your family’s future. 


DARWIN P. KINGSLEY, President. 





Financial Summary, 


January 1, 1927 





ASSETS 

Real Estate; First Mortgage Loans on Farms, Homes 
Ci TNS TOI so ccc scvcccsvesevense. $ 440,388,584.62 

Bonds U. S., other Gov't, States, Cities, Counties, 
Public Wellition, RR. B.'s, tC... 2.2 cecccccccess 583,984,590.22 
Policy Loans, Cash and other Assets............... 242,692,691.20 
EE i occchlesisaukeneckesesuevin owheehaeeanen $1,267 ,065,866.04 
Total Income in 1926 - 








LIABILITIES 
Insurance and Annuity Reserves.......... 
Dividends payable to Policyholders in 1927... 
All other Liabilities............. een 102,448,175.76 
General Contingency Funds......... 106,784,381.28 


Neer rrr rT TT TtTiT Tr $1,267 ,065,866.04 


aden $1,003,297,782.00 
$4,535,527.00 





$295, 341,937.98 
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INVESTMENT PROBLEM 





For the 
New Year 


It is our wish that 


in 1927 


Our fellow workers 
with the various 
companies shall 
enjoy the same 
boundless prosper- 
ity which this com- 
pany will endeavor 
to bring to its own 
workers under the 

quare Deal Agen- 
cy Contract. 








Insurance Company 


1 West Main Street 
Madison. Wisconsin 


FACES LIFE COMPANIES 


Task of Finding Safe But Profit- 
able Investments Proves 
Very Difficult 








| CAPITAL GOES BEGGING 


| John Hancock Mutual President Says 
| Restriction of Foreign Investment 
Market Causes Domestic Surplus 





BOSTON, Feb. 24.—The problem of 
making safe but profitable investments 
is one of the greatest problems facing 
life companies today, according to Presi- 
dent Walton L. Crocker of the John 
Hancock Mutual, who intimated to the 
company’s agency convention here that 
the task of writing more business to ob- 
tain more money in premiums was 
hardly more difficult than the task of 
finding securities in which to invest that 
money with absolute safety and yet have 
it yield a relatively high average return. 

The country in general has grown so 
enormously wealthy, its capital surplus 
has rapidly increased to such a size, that 
money for investment is literally going 
begging in some quarters, he said. With 
the foreign investment market becoming 
more restricted as the nations of the 
world, particularly those of Europe, 
slowly recover from the post-war de- 
pression, more and more surplus Amer- 
ican capital is flowing into the domestic 
money market, which may soon be full 
to overflowing if our present unprece- 
dented prosperity continues. It is quite 
likely that money rates will drop off as 
competition for investment of surplus 
grows keener. 





Possibility of Lower Returns 


Life companies may have to face the 
possibility of lower investment returns 
| in the next few years, said President 
| Crocker. If average investment returns 
do decrease, this will have an important 


effect upon the dividends of the com- 
panies in the near future. Three of the 
important factors determining size of 
dividends are investment income, mor- 
tality experience and expense ratio. If 
investment income declines in percent- 
age of return and mortality experience 
remains very much what it is today, and 
there is no hope of any great improve- 


it is President Crock- 
ers opinion that dividends of the various 
companies in the near future will be 
determined largely by their different ex 


ment immediately, 


pense ratios. Larger dividends cannot 
be paid, or even the present high divi- 
dends maintained, without increased 


economy in company administration 


Treats Upon Expense Hatlo 


Speaking more or less in this conneec- 
tion of the question recently raised as 
to whether a life company might grow 
and its affairs so involved that 


begin to economies 


so large 


it might lose the 





usually resulting from large-scale opera 

President Crocker stated that a 

was now under way to determine 
f expense ratios did actually begin to 
rise alter a certain point of expansion 
had been attained Sut as for the Joli 
Hancock Mutual itself, he said that such 


a phenomenon had not been observed 
in spite of its tremendously rapid growth 
in the past few vears. In fact, econom 
cal and efficient administration resulted 
higher dividends than ever being de 


reducing the cost 
msurance to policyholders to the 


history 


red for 1927, thus 
Nest company's 


He also 


point mm the 





pointed out that in the past five 

vears the plant and personnel of the 

fcompany have increased 15 percent 
| while the olume of business during the 
same period increased almost 65 percent 

| \s for the company's own investing 
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program, President Crocker stated that 
in 1926, as in former years, emphasis 
was placed upon city real estate, espe- 
cially house property. The total amount 
invested during the year (exclusive of 
policy loans) was $65,093,500, divided as 
follows: State, city and county bonds, 
$699,000; railroad bonds, $1,567,770; pub- 
lic utility bonds, $8,101,140; farm mort- 
gages, $29,291,050; loans on _ business 
property, $3,399,040; and loans on house 
property, $21,935,500. 
City Real Estate O. K. 


City real estate held up very well dur- 
ing 1926, he said, there being no fore- 
closures during the year, although on 
farm loans the company had had to 
foreclose and take over more property 
than in the previous year, due to the 
agricultural depression in the south and 
the middlewest. But he declared there 
was no cause for great alarm over this 
situation, which would gradually work 
itself out. When agricultural conditions 
improved, the company could then dis- 
pose of its farm holdings not only with- 
out a loss but probably with a profit 
During the year there were no defaults 
on the company’s public utility securi- 
ties, and only two on small railway is- 
sues. In conclusion President Crocker 
declared that the outlook for the present 
year was very encouraging, January 
having been one of the best months in 
the company’s entire history. Additional 
evidence of the vast amounts of business 
to be done at the present moment was 
offered at the annual convention banquet 
when Vice-president Elbert H. Brock 
surprised President Crocker by present- 
ing him with a Valentine containing 
some $36,000,000 of applications, all of 
them written during the previous week 


NORTHWESTERN MUTUAL 
PLANS ANNUAL MEETING 


Milwaukee, Feb. 28—Business and 
corporation insurance as a field for the 
life insurance salesman will be one of 
the principal subjects under discussion 
at the annual meeting of the Associa- 
tion of Agents of the Northwestern 
Mutual Life at the home office here, 
July 25-27. The first afternoon of the 
convention will be given over to the 
presentation of “Partnership Insurance” 


and “Corporation Insurance” and on the 
second morning there will ensue a dis- 
cussion on “One Man Business Insur- 


ance,” following which a business insur- 
ance clinic will be held in which agents 
of the company who have had consider- 
able experience in this field of life in- 
surance will have important parts. 

The only speakers announced so far 
are President W. D. VanDyke, who will 
deliver the address of welcome; Clifford 
L. McMillen, president of the Associa- 
tion of Agents, who will respond to the 


president's address; M. J. Cleary, vice- 
president of the company, who will be 
one of the speakers the last morning; 


and Charles H. Parsons, superintendent 
of agencies, who will give the closing ad 


dress. Tuesday morning will be given 
over to the discussion and clinic on bus- 
iness insurance, and the main subject 


afternoon will be “Personal 


Canvassing.” 


for Tuesday 
Efficiency in 


Ferris Quits New England Mutual 

R. A. Ferris 
resignation from 
eral agents for the 
tual Life for northern 
effective March 29 

The McNutt & Ferris 
of the largest in Cleveland. Mr. Ferris 
has not announced his future plans, but 
is considering several agency propos! 
affilation with the 


has announced his 
McNutt & Ferris, gen- 
New England Mu 
Ohio, to become 


agency is one 


tions Prior to 

New England Mutual agency, five vears 
ago, Mr. Ferris was supervisor for the 
Massachusetts Mutual there, and ts 
former president of the Cleveland Life 
Underwriters Association 


George L. Ferlein 


George L.. Ferlein has been appointed 


district agent of the Merchants Life of 
lowa with headquarters at New Albany 
Ind 
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WOMEN AND THEIR INVESTMENTS 


Are women less intelligent than men? Do all women waste or lose the money they inherit? 
Is it true that a widow who receives a round amount of insurance money is sure to waste it in five 
or six years or lose it in speculation, or sink it in get-rich-quick swindles? 


No. It is true that the insurance money inherited by many women does not last very long, 
but in such cases these women are seldom to blame. Their husbands are the ones who are to 
blame, because the amount of insurance left by them hasbeen inadequate. Consider the case 
of a man without capital whose income will be cut off at his death, and who could easily afford to 
carry $50,000 of insurance. That amount if safely invested would keep the wolf permanently from 
the widow’s door. But if this husband had taken only $5,000 of insurance, the amount would be 
insufficient for investment, and the money would necessarily be used for current expenses. And 
such a widow will exhibit prudence and care if she can support herself and her children on a few 
thousand dollars for five or six years or longer. 


The insurance companies now offer insurance payable in the form of an income. But it is not 
recommended on the ground that women are inferior to men. Wives are as intelligent and often 
more prudent than their husbands. They are more efficient than men in managing the household, 
in bringing up children, and in caring for the sick. Nor are they more likely to be victimized by 
get-rich-quick sharpers than preachers, artists, doctors, teachers, writers, and other MEN who lack 
business training. 


It is because women are usually the beneficiaries under insurance policies that they are fol- 
lowed up so closely by get-rich-quick sharpers. But they are quite as diligent in following up men 
who lack business training and have capital to invest. 


Professional men who are expert in their own professions often invest their savings foolishly 
because they are not expert financiers. Successful business men often lose the savings that they 
take out of their business because, although expert merchants or manufacturers, they are novices 
in choosing investments. 


Why, then, do the insurance companies advise those who invest in life insurance for the sup- 
port of their wives and children to stipulate that the money shall be paid to the beneficiary in the 
form of a monthly income for life? It is not because these beneficiaries are women; nor because 
women are extravagant; nor because they are more easily victimized than men. It is because they 
are not experienced financiers. It is because many investments that appear to be sound are not. 
It is because sound investments often deteriorate in value. It is because the advice of friends 
and neighbors is often injudicious. It is because it is hard to refuse to lend to relations and neigh- 
bors who are in need of money. It is because it is not fair to burden a widow with unfamiliar 
responsibilities at a time when she is perplexed by many new and difficult problems. 
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Invitations to Call 
are a — in the —_ of a 





they are a common occurrence in 
the career of American Central 
representatives who utilize the 
Agents’ Service Bureau. 


PROFITABLE INTERVIEWS 


are not merely the result of an 
appealing personal letter which 
treats of the prospect’s insurance 
problems in a friendly and helpful 
way. 


PULLING POWER 


is multiplied by something even 
more unique and attractive— 
the offer to the prospect of a 
useful reminder of a_ business 
opportunity he should not over- 
look. And it is the fieldman 
himself who is invited to call, 
deliver the token, and explain the 
proposal! 





AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
‘INDIANAPOLIS 




















COOPERATION BETWEEN 
TRUST AND INSURANCE 


Alliance of Banks and Trust Com- 
panies With Insurance Organ- 
izations Recommended 





WINSLOW RUSSELL SPEAKS 


Open Forum on Business Insurance 
Held by American Bankers Asso- 
ciation in New York 





NEW YORK, Feb. 24.—Life insur- 
ance trusts and the great unexploited 
possibilities of closer cooperation be- 
tween banks and trust companies and 
life insurance organizations came in for 
a great deal of consideration and dis- 
cussion at the eighth mid-winter con- 
ference here last week of the Trust 
Company Division of the American 
Bankers Association. The program for 
the first session called for an open 
forum on business insurance, which was 
participated in by leading trust officials 
and life insurance experts, including E. 
A. Woods of Pittsburgh and several out- 
standing local life underwriters. 

Life underwriters on the program and 
their subjects were: J. J. Reinhard, vice- 
president of the Sisley & Brinckerhoff 
agency here of the Travelers, “Some 
Recent Problems of the Life Insurance 
Underwriter”; Leon Gilbert Simon, lec- 
turer at the New York University life 
insurance training course, “Taxation of 
Life Insurance Trusts,” and Vice-presi- 
dent Winslow Russell of the Phoenix 
Mutual Life, “Corporate Fiduciaries the 
Natural Allies of Life Insurance Com- 
panies.” Other speakers on life insur- 
ance subjects were Assistant Vice-presi- 
dent W. H. Brown of the Old Colony 
Trust Company, Boston, who discussed 
the “Important Factors to Be Consid- 
ered in Developing Life Insurance 
Trusts,” and Oliver J. Neibel, special 
representative of the Commerce Trust, 
Kansas City, spoke on “Experiences in 
Selling Insurance Trusts.” 


Cooperation Movement Under Way 


Vice-president Russell of the Phoenix 
Mutual expressed his surprise at the 
late and slow development of the move- 
ment toward closer cooperation between 
trust companies and life insurance or- 
ganizations and declared his confidence 
that now since the movement is well 
under way it will work to the material 
advantage of both. Trust companies 
were not only the first to take definite 
steps to organize the great cooperative 
movement, he said, but they had also 
done more than the life insurance or- 
ganizations to promote its development. 
He attributed this to the fact that life 
underwriters were formerly trained more 
as creators than as conservers of estates. 


Great Growth of Life Insurance 


Outlining the almost staggering mag- 
nitude of the life insurance business to- 
day, its great growth in the past and 
the probability of an even more aston- 
ishing growth in the future, Vice-presi- 
dent Russell said that since 1880 the 
national wealth has increased eight 
times, while the combined assets of all 
life insurance companies have increased 
28 times, having increased almost 65 per- 
cent in the past six years alone. But 
in spite of the huge amount of insur 
ance already in force, possibilities for 
development in the future are infinite, 
he declared, for the average life insur- 
ance protection per person in this coun- 
trv at the present moment amounts to 
only $660, which is obviously quite in 
adequate. 

Last vear the life companies paid out 
approximately $1,000,000 a day in lump 
sum settlements, mostly to widows in- 





experienced in handling large sums of 
money with the result that the money 
was soon dissipated either through ex- 
travagance or ill-advised investments. 
This unfortunate condition of things, 
Mr. Russell said, can be most effectively 
remedied by a triple alliance closely 
drawn between the banks, trust com- 
panies and life insurance organizations, 
as they are the natural allies of one 
another. 


Phoenix Mutual to Advertise 


The life companies are now investi- 
gating the subject of institutional adver- 
tising, he said, adding a hope that they 
would decide to cooperate as a unit in 
advertising the many advantages of life 
insurance trusts. As for his own com- 
pany, Vice-president Russell announced 
that the Phoenix Mutual will soon carry 
a large advertisement on life insurance 
trusts in “Nation’s Business,” “Journal 
of Wall Street,” “Forbes Magazine” and 
other financial and business organs. The 
title of the advertisement will be, “Make 
Your Life Insurance Do What You 
Want It to Do.” Readers will be ad- 
vised to make sure that their plans will 
be carried out as they desire either by 
arranging for an income settlement with 
their life insurance company or by cre- 
ating a life insurance estate to be ad- 
ministered by some reliable trust com- 
pany in those cases where greater flexi- 
bility is needed to meet unforeseen con- 
tingencies and emergencies, which may 
require the expenditure of some part of 
the principal sum of the estate. 


Edward J. Fox Speaks 


Life insurance also loomed large in 
the address given at the conference’s 
annual banquet by the president of the 
trust company division, Edward J. Fox, 
president of the Easton Trust, Easton, 
Pa. When the early trust companies 
were formed about 125 years ago, he 
said that life insurance was an impor- 
tant, if not the important, feature of 
their work. But as the care of trusts 
developed, the life insurance feature was 
gradually abandoned. 

“We have again revived interest in 
life insurance,” he went on, “adopting an 
entirely different method of writing life 
insurance trusts. With the cooperation 
of the life insurance companies, this has 
become one of the most important 
branches of trust work. A large trust 
company in a western city recently re- 
ported that for the year it had written 
life insurance trusts aggregating $10,- 
000,000.” 


Criticize Agents Who Analyze Wills 


Life underwriters who enter the do- 
mains of the trust companies by offering 
to analyze wills and suggest amend- 
ments were rather severely taken to task 
by H. B. Grimm, manager of the busi- 
ness extension department of the Se- 
curity Trust, Detroit, and Oliver J. Nei- 
bel, special representative of the Com- 
merce Trust, Kansas City, who urged 
cooperation instead of competition be- 
tween life insurance organizations and 
trust companies, saying that trust com- 
panics could grow fat on what the in- 
surance companies leave. 

Franklin W. Ganse, trustee of the Na- 
tional Association of Life Underwriters, 
announced to the conference that plans 
are now well under way to establish 
somewhere here in the east in the very 
near future a new college, which will 
award degrees of “Chartered Life Un- 
derwriters” to its graduates as is done 
under the Canadian system. 


McCourtie Made Vice-President 


Harry lL. MecCourtie, assistant vice- 
president of the National Life, U. S. A. 
at Chicago, has been elected vice-presi- 
dent. He has been connected with the 
underwriting department for some 19 
vears and is regarded as a man of su- 
perior abilitv. This gives the National 
Life. U. S. A., four vice-presidents. Rob- 
ert E. Sackett, the senior vice-president, 
has long been a veteran in the ranks 
Dr. W. A. Jaquith, the medical director, 
is vice-president, as is Walter E. Webb, 
head of the agency department. 
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LET THESE CONVINCERS HELP YOU SELL MORE INSURANCE 


C-1I—WHERE WILL YOU BE AT 65 


cc Convincers. Price $1.50 

Each has proven especially successful in selling salaried 
and professional men and women. Add this to your tools 
of canvass and you will “Get the Bacon” more often 
in the form of edditional sales. 


C-2—BRAIN INSURANCE 


“To the Point” Illustrations. Price $1.50 
Advertisements, of forced sales caused by death of Busi- 
ness men without life insurance. Illustrations of cases 
where life insurance was carried and it saved the busi- 
ness. Sample Business Insurance Briefs, cuts, etc., 
demonstrating needs for Business Insurance. These have 
helped to sell many large policies. They can help you. 


C-3—BRAIN INSURANCE AND 
CREDIT 


43 Selling Demonstrations. Price $2.50 

Letters from banks, Financial Statements, advertise- 
ments that appeal to the Business Man showing how 
Life Insurance helps his credit. Don't you have a pros- 
pect that this can help you with. 


C-4—EDUCATIONS GUARANTEED 
rt Charts, Pictures, Etc. Price $.75 
Statistics on value of education to children. Heart touch- 


ing pictures, Charts, etc. f you have a prospect with 
children you can use this to your gain. 


C-S—COST OF DELAY 
7 Sheets. Price $1.50 
deme convincing material to use on your prospects 


who want to put off buying Life Insurance. Worth many 
times its cost for closing cases. 


C-6-—WHAT LEADERS THINK 
16 Sheets. Price $1.25 
Testimonials as to value of life insurance from “ 
e J. C. Penny, Joseph P. Day, Edwar Jor- 
dan, John Wanamaker and others giving the 4 ® ... 
kind of endorsement to Life Insurance. These will an- 
swer almost any objection. 


C-7—INVESTMENTS FOR WIDOWS?? 


34 Clinchers for Married Men. Price $2.00 

A gold mine of convincing Newspaper Clippings, stock 
market records, statements of such men as Andrew 
Carnegie as to hazards of investment when an estate is 
left to a widow in other form than income life insurance 


C-8—DEFINITE GUARANTEED 
INCOMES 


4 Sheets. Price $2.00 
An assembly of cuts, pictures, experiences from real 
life of widows and orphans of once wealthy men that 
should touch the heart of your hardest se em and 
cause him to buy enough life insurance from you to 
protect his loved ones 


C-9—EVEN THE WEALTHY NEED IT 
14 Sheets. Price $1.0 
If you ever need to convince a wealthy man of his need 
for life insurance you can do it with this collection of 
experience of men now wealthy and others who are 
“has-beens” so far as wealth is concerned. 


C-10—TWO KINDS OF ESTATES 
8 Sheets. Price $1.7 
Here’s enough data and proof to convince any doubting 
Thomas as to the superior value of a “Life Insurance 
Estate” over a “General Property Estate."" And that's 
what you need to do to get a man to put his savings 
into life insurance instead of into other properties 


C-11—INHERITANCE TAX INSUR- 
ANCE 
23 Sheets. Price $1.50 


Illustrations of Estates that have been tremendously re- 
duced by inheritance taxes. And recommendations, from 
Outstanding men and institutions, of Life Insurance to 
prevent this 


1. “The Optic Nerve, as shown 
above is 18 times larger than the 
nerves of the ear.” 

2. “The eye transmits ts impres- 

sions to the brain 25 times faster 
than the ear.” 
“When you talk with pictures or 
illustrations, you use both the 
eyes and the ears of listeners in 
making them grasp your thought. 
In 87 cases out of 100, a mental 
picture can best be created vis- 
ually.” 


Men Get 78% of 
Their Impressions Through 
Their Eyes 


Use This Principle and 


Prove Its Power 


Order Convincers To-day 


OU may order them, enclosing remit- 

tance, and use them for ten days in 
your work and if they don’t help you, re- 
turn them to us and we'll cheerfully refund 
all you’ve paid, immediately upon their re- 
ceipt. 


: IP-2-7 

: DIAMOND LIFE BULLETINS, 

! 420 EAST FOURTH STREET, 

* CINCINNATI, OHIO. 

S Bae ee Be incnccascced for which send me 
! the Convincers marked below on ten days’ approval. 
. Complete sets at $15.00 each 

' a "eee C- 2 $1.50........ C-3, $2.50 
® C- 4, i. seceees > G Baiccecces C4, 1.25 
° ie Wicccenes ST a” (wenteee C-9, 1.00 
° ae) eee Sak, Biba séantiiaceabesets 
DW oo iid. cdc ccddencecteastecde doa. 
o 

P ME ckcs\ Jade couadtucnabusawadbdanemincnuaie 
' 

. es en I... 5 ecu susametiodaesescuieabaniat 
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FOR EFFICIENCY 


IN ORDINARY AGENCY SERVICE 


THE PRUDENTIAL 


Territorial limits are few and advantages 
are many in the Prudential’s administration 
of its business in the Ordinary Insurance 
field. 


Forty-two of the states, Hawaii and 
the Dominion of Canada are covered 
thoroughly by alert Prudential men, 
and Ordinary Agencies have been estab- 
lished in virtually every city of size 
and importance within those geograph- 
ical lines. 


With such an equipment, it is obvious that 
this Company is prepared to serve efficiently 
all special agents, general agents and brokers 
who are interested in low-cost life protection. 


This great insurance organization 
invites the special attention of those 
underwriters seeking attractive policies 
to the many forms of income protec- 
tion now available through Prudential 
Agencies. 


The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 


Home Office . Newark, New Jersey 








JOHN HANCOCK MUTUAL 
AND DISABILITY CLAUSE 


Company Announces Some Im- 
portant Changes in Its 
Method of Procedure 





WILL INCREASE RATES 


Gives Information as to Amendments in 
Its Practice as to Insurance 
on Aviators 


BOSTON, Feb. 24.—While the John 
Hancock Mutual plans to issue no new 
policies, Vice-president Fred E. Nason 
announced at the recent agency conven- 
tion that the company has decided to 
make several important changes in the 
contract forms it now Offers, particu- 
larly in the disability field. Judging 
from the applause that greeted each of 
these announcements, they won the in- 
stantaneous approval of the assembled 
general agents and superintendents. 


Practice as to Disability 


As regards disability, Vice-president 
Nason reviewed the present practice of 
the company, which writes one disability 
clause providing benefits up to age 60 
and another at a higher premium carry- 
ing benefits up to age 65. Henceforth 
the company will write only one uniform 
clause providing disability benefits up to 
age 65. In the past payments have run 
from date of disability. The company 
has always been very liberal in deciding 
on the date of disability with the result 
that in 1926, according to President 
Crocker, a large percentage of the 
claims allowed were dated back to 1925 
and even to 1924. This has produced 
uncertain, obscure and _ unsatisfactory 
conditions, which the company hopes 
to remedy bv introducing a 90-day clause 
in all disability contracts. 


New Disability Clause 


The new disability clauses, which go 
into effect May 1, reads as follows: (1) 
Upon receipt of due proof of total and 
permanent disability, premiums will be 
waived and disability instalments equal 
to 1 percent of policy amount will be 
paid for each completed month from 
commencement of disability and during 
its continuance; (2) if proof of perma- 
nency is not conclusive, but proof is 
presented that disability has existed for 
at least 90 days, premiums will be 
waived and instalments will be paid for 
each completed month from commence- 
ment of disability and during its con- 
tinuance. 

Increase In Rates 

Vice-president Nason also announced 
a substantial increase in disability rates, 
which are now as follows: 


Age Life 20 Pay.Life 20 Yr. End. 
15 $2.35 $3.47 $1.75 
25 2.87 3.82 2.10 
35 3.68 4.22 2.78 
45 5.25 4.95 5.09 
55 8.98 8.91 9.08 


“A very definite change has been 
made in the disability provisions appli- 
cable to endowment policies,” he stated. 
“The new clauses provide for instalment 
payments during the life of the insured 
while totally disabled, even though the 
life extends beyond the date of the ma- 
turity of the policy as an endowment.” 


Rules on Aviators 


In view of the rapid development of 
aviation and the increasing demand for 
protection on the part of those engaged 
in it, the John Hancock Mutual has now 
decided to accept certain of these risks. 
Members of the regular army and navy 
flying units and of the officers reserve 
corps and those who frequently use air- 
planes for business purposes will be 





accepted on the basis of a $10 extra pre- 
mium charge per $1,000. A $12.50 extra 
premium will be charged pilots and 
crews of planes used in regular passen- 
ger traffic and on air mail lines inasmuch 
as they constitute greater hazards, be- 
ing obliged to fly regardless of weather 
conditions. 
Why Fiat Rate Is Charged 


The extra premium is charged at a flat 
rate, explained Mr. Nason, because the 
investigation into aviation hazards un- 
dertaken by several companies has not 
yet been completed. Consequently there 
is no reliable data upon which to arriv« 
at a more or less extra mortality cost 
A $10,000 limit has been placed upon 
all aviation risks and no disability or 
double indemnity features will be writ- 
ten on such policies. 

The agency convention was also in- 
formed of certain changes in policies 
issued on lives between 10 and 14, which 
the company has sometimes written 
under strict limitations when it seemed 
desirable. In all such cases Vice-presi- 
dent Nason warned the managers and 
agents that they must carefully look out 
for insurable interest and make consci- 
entious selection of only those cases 
into which no element of speculation 
enters. The minimum on policies at 
these younger ages is now set at $3,000 
and the maximum at $10,000 for ages 
10 and 11 and $20,000 for ages 12, 13 
and 14. Medical examination will be re- 
quired in all cases and no term or modi- 
fied life will be issued at such ages. 


AGENTS FIND COMPANY 
PROSPECTUS VALUABLE 





The Bankers Life of Nebraska has 
been experimenting for the past five 
months with the use of a company pros- 
pectus by agents selling policies in the 
field. Most of the agents report liav:ng 
found them very effective both in open- 
ing and closing. One agent said that it 
had increased his business 30 percent 
over the same period for the year previ- 
ous. 

The prospectus is a ring bound book 
of the loose leaf pattern, and is printed 
in the best style of the typographical ar- 
tist, with pictures and art work. The 
first few pages set forth the story of the 
company, together with its financial 
standing and the kind of policies writ- 
ten, and other data with respect to how 
well its past promises have been kept to 
policyholders. The pictures tell in pic- 
torial form the usual story that agents 
tell as to what protection lite insurance 
affords and what advantages it possesses. 


Motion Is Overruled 


Judge Shepherd of the district court 
of Lincoln, Neb., has overruled the mo- 
tion of attorneys for John P. Leininger, 
who recently won a suit attacking the 
legality of the transformation of the 
North American Mutual Life into the 
North American National legal reserve 
life company, asking that the bond given 
by the company to stay proceedings 
while its appeal to the supreme court 
is determined be increased from $25,000 
to $247,000, the money Leininger says, 
belongs to the policyholders and taken 
by the stockholders when the mutual be- 
came a stock company. The court says 
that the amount is sufficient, and that 
the supreme court is the proper body to 
address anyway. 


North Dakota Bill Approved 


The bill in North Dakota to permit 
presidents and secretaries of corpora- 
tions to change the beneficiary of insur- 
ance policies carried by the corporations 
on the lives of their officers, agents or 
employes was approved by the governor. 
It was contested by Nonpartisan League 
house members. 


Pan-American Meetings 


The Pan-American Life has arranged 
for divisional conventions. The agents 
in the northern states will meet at 
French Lick Springs, Ind., and the 
southern states will have their conven- 
tion at Hot Springs, Ark. 
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SAYS GROUP INSURANCE 
SHOULD BE DISCIPLINED 





President Crocker Calls It Unruly 
Child of the Life Insurance 
Business 


DANGER OF OVER-VALUING 


Amounts to About Seven Percent of 
Entire Legal Reserve Life Insur- 
ance in Force 





BOSTON, Feb. 24.—Group insurance 
is the unruly child of the life business 
and if allowed to run wild and under no 
seli-imposed discipline, it might all too 
easily overturn the long-established 
onservative standards of life underwrit- 
ng, said President Walton L. Crocker 
of the John Hancock Mutual before the 
recent convention here of the company’s 
managers and superintendents. 

“Group insurance,” he said in_ his 
presidential address, “has apparently 
captured the imaginations not only of 
the captains of commerce and industry 
but of the employes who are directly 
served. Unless the employe had become 
impressed with its value, the plan would 
have gained but scant consideration, 
especially when involving the use of the 
contributory principle. The transient 
character of the insurance, the compara- 
tive mechanical ease with which it can 
be cared for and the cooperative partici- 
pation of the employer give it a low 
cost, which is naturally emphatic as a 
source of appeal. The very general favor 
thus far accorded the plan may be seen 
in the fact that the approximate aggre- 
gate figure of group insurance in force 
in the whole country at the close of 1926 
was $5,700,000,000, or about 7 percent of 
the entire legal reserve life insurance in 
force—a not inconsiderable item, taking 
into account the comparatively short 
time the plan has been in operation. 


Only Term Insurance 


“But here, as in all material matters, 
nothing more is given than is paid for,” 
he added, pointing out that “it is one- 
year term insurance and nothing more— 
not to be compared in true protective 
value with the individual policy which 
the insured may hold at his pleasure 
during the whole of his life. 

“Many new problems and new aspects 
of old problems have arisen, and nat- 
urally so, out of the operation of the 
group plan in this country. The general 
basis assumed is adequate and invites 
no apprehension. In practice, however, 
there are some very delicate questions 
before us. Some of them go to the very 
roots of life insurance practice. The 
further expansion of the group plan, 
therefore, presents possibilities of strong 
significance to the whole system of life 
insurance, and the task of rightlv direct- 
ing this development throws a very con- 
siderable responsibility upon those en- 
gaged in its forwarding.” 

President Crocker concluded by say- 
ing that while the John Hancock Mu- 
tual was far from being perfectly satis- 
fied with some of the results and prac- 
tices in the group field, the company 
nevertheless deemed group insurance 
worthy of the most extended and thor- 
ough examination and experiment inas- 
much as it brought billions of insurance 
at a singularly low cost to a strata of 
society which at best was most inade- 
quately protected. 


Kurn Made a Director 


James M. Kurn, president of the 
Frisco Railroad, has been elected a di- 
rector of the Central States Life of St. 
Louis 





A Legal Reserve Old 
Line Company licensed 
and operating in Mis 
souri, Kansas, Oklahoma, 
Colorada, Illinois, Indiana, 
Michigan, Arkansas, Ca 
fornia, South Dakota 
Utah, Nebraska, Minne 
sota, Wisconsin, Texas, 
Idaho, Wyoming lowa 
Louisiana, New Mexico 
Arizona, Washington, Tet 
nessee, Nevada, Oregor 
Ohio, North Dakota, Ker 


tucky and Montana 


Business Mens / 


HOME OFFICE 
GATES BUILDING 
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More ‘Ihan R 


7ESTERDAY a new company with all the hopes, ideals and ambitions 
of youth. Today a giant institution nationally recognized for its 


strength and stability! Thus is registered the phenomenal growth of 
the Business Men’s Assurance Company since its organization in 1909. 
This steady growth has made each year’s business for B. M. A. a record 


in 
re 


itself. The past year’s assets how nearly $1,000,000.00 more than 
juired by law to meet all obligation under the 200,000 policies now in 


force. 


Distinctive Features of 1926 


1. 


$1,960,066.68 paid policyholders and beneficiaries as follows: 


(a) For disability caused by sickness...............4+. $1,117,542.11 

(b) For disability and death caused by accidental injuries $757,186.94 

(c) For death benefits under life policies............... $85,854.29 

Cash income of $4,561,500.50—a gain of $412,288.40 over the previous 
year. 


Admitted assets—$3,937,616.33—a gain of $754,354.09 during the year. 
Life insurance in force of $35,268,110.00—a gain of $9,149,035.00. 


Our Greater 1927 Program 


1 


uw 


The adoption of group life insurance: The Company will now issue group 
policies on any group of 50 or more employes, either where the employer 
pays the entire premium or shares the cost with the employes. 

Premium reduction on all forms of life policies: The Company's experience has 
justified a reduction in its rates on all forms of lite contracts, and anticipates 
an even greater growth in this department of its business as a result of 
these substantial reductions. 

Salary Investment Plan: By continuing this popular plan, employers are en 
abled to assist their employes in obtaining any form of life or disability pro- 
tection at lower monthly rates than available under any other plan. 

A contnuance of the most complete line of accident and health insurance con- 
tracts: Providing a guaranteed income in event of disability from cithe rill 
ness or injury, as long as the insured may live and remain totally disabled 

10th place in the entire United States: The B. M. A. has in this short time 
reached 10th place among all United States Companies in volume of accident 
and health benefits paid policyholders, and occupies an enviable place among 
the most rapidly growing life insurance companies of the country 


urance Lompany 


KANSAS CITY 
MISSOURI 
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Warning Is Sent Out 
by Life Insurance 
Men on Impostor 


OME of the life insurance men in In- 

diana, and especially Fort Wayne, 
have sent out a warning regarding one 
who gives the name of John J. Kimball, 
but who uses other aliases. He has vic- 
timized some of the people and life in- 
surance general agents. He is a young 
man 28 to 38 years of age, who gives his 
age as 36. He is about five feet, nine 
inches tall and weighs about 175 pounds. 
He has dark hair, blue eyes and is of 
exceedingly friendly disposition. He 
has a fairly good education. He tells a 
story of having served several years in 
the penitentiary in California for mur- 
dering a man who assaulted his sister. 
He tells a very convincing tale and his 
whole attitude is that of an upright 
brother, who is a victim of circumstances 
in trying to bring a fiend to justice. 

He does not know much about life in- 
surance, but has selling ability. He can 
go out among strangers and put over a 
very clever insurance talk. He ingra- 
tiates himself into the good will of 
enough people to make some sales. He 
pockets the money without showing any 
payment on the application, borrows as 





much as he can from general agents and 
skips out. A warrant has been issued 
against him in Fort Wayne for embez- 
zlement. This crook is very optimistic 
and offers to do anything to get a good 
start in life. He shows a strong trend 
toward religion and in going into a com- 
munity immediately afhliates with some 
church. He makes himself at home 
there, has a fairly good tenor voice and 
soon wins the confidence of the people. 


Huebner to Speak in Cleveland 


Dr. Solomon S. Huebner of the 
Wharton School, University of Penn- 
sylvania, has been secured to address 
the Cleveland Chamber of Commerce at 
its annual meeting on April 19. 

The subject of Dr. Huebner’s address 
has been announced as “Meeting Busi- 
ness Risks.” Through the courtesy of 
the chamber, members of the Cleveland 
Life Underwriters Association and their 
friends have been invited to this meet- 
ing. 


Guardian Life Figures 


The Guardian Life paid for $71,710,000 
in 1926, a substantial increase over the 
previous year, according to the com- 
pany’s annual statement published this 
week. Business in force now amounts 
to more than $323,000,000, a net gain 





in 1926 of $42,130,000, or a net gain 
since 1922 of almost $130,000,000. Its | 
total assets are now $856,744,000, about | 
$2,330,000 have been set aside as divi- | 
dens for policyholders during the ensu- | 
ing year. General surplus has been in- | 
creased to more than $3,720,000. The | 
average rate of interest on 'the company’s | 
investments rose to 5.75 percent at the 
end of the year. No mortgage was in 
default either as to principal or interest. 
The company’s mortality experience | 
experience was 50 percent of the ex- | 
pected last year. 


James E. Dunne 

James E. Dunne, well known in in- 
surance circles and former vice-presi- 
dent of the “Insurance Field” of Louis- 
ville, is engaged in the refinancing of 
the Union Labor Temple in that city. | 
There are 35,000 people interested in the | 
labor movement there and for four or | 
five years they attempted to put them- | 
selves on a solid financial basis. For 
the past six months Mr. Dunne has 
been giving his time to those interests. 
The Temple Theater Corporation, of 
which Mr. Dunne has become president, 
has an authorized capital stock of $50,- 
000. Mr. Dunne’s scheme for financing | 
the new Union Temple building is | 
planned to save $200,000 to the unions | 
in commissions and financing costs. 





The 


METROPOLITAN LIFE 


has assets of more than $2,000,000,000 
and more than 24,500,000 policyholders 
comprising I in every 5 of the popu- 
lation of the United States and Canada. 

FISCAL STATEMENT, 1926 


whine wads elibekea wai ese $ 2,108,004,385.30 


Liabilities: 


Statutory Reserve 


Dividends to policyholders payable 1927.. 
Fe IDS 6 6.00 6nd onewccwnweesiens 


Unassigned Funds 


Increase in assets during 1926..... 


Income in 1926... 


Gain in income, 1926........ 


Cae eereeerryentrewr@enrone es 2 


dich sail idea th ach cade $ 1,862,873,176.00 


52,246,369.35 
70,648,717.81 
122,236,122.14 





$ 2,108,004,385.30 





Paid-for Life Insurance Issued, “Increased and Re- 


vived in 1926. 


Gain in Insurance in Force in 1926. i ls 
Total Bonuses and Dividends to policyholders 


from 1892 to and including 1927 


253,546,902.88 
595,596,505.88 
64,368,062.09 


3,011,775,150.00 
1,401,734,835.00 


.$304,594,554.96 


LIFE INSURANCE OUTSTANDING 


Ordinary Insurance 
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Industrial (premiums payable weekly)......... 


Group Insurance 


$ 6,566,596,872.00 


5,487,800,648.00 
1,444,584, 107.00 





Total Insurance Outstanding.............. $13,498 981,627.00 





Number of Policies in Force December 31, 1926 


7,239,579.00 


METROPOLITAN LIFE INSURANCE COMPANY 


HALEY FISKE, President 


FREDERICK H. ECKER, Vice-President 
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Reason Men of Large 


Affairs Carry Big 


Life Insurance Lines 


HE Chicago “Journal of Commerce” 

ran an editorial commenting on men 
of wealth carrying large amounts of life 
insurance, says that there are a number 
of factors that contribute to it. In its 
comment after reading the “Life Pay- 
ments Localized” issue of THE NATIONAL 
UNDERWRITER, it says: 

“Fifteen Americans are reported to 
insurance amounting in 
each case to $4,000,000 or more. Large 
insurance policies have conspicuously 
increased in number as a result of the 
federal death tax. But it is noticeable 
that few of our very richest men are on 
the list of the fifteen largest policyhold- 
ers. With one or two exceptions, the 
insurance carried by these fifteen men 


| appears considerably in excess of what 


would be needed to pay federal and 
state death taxes. Thus the death tax 
cannot be accepted as the complete ex- 
amination for the growth in the number 
of large personal policies. 

Hazardous Nature of Some Business 


“What are other explanations? One 
hazardous nature of some busi- 
A number of the most heavily 
the list of fifteen are men 
highly speculative enter- 
prises. 

‘These are men of the largest impor- 
tance in their spheres. Each is master 
of an empire. But it is an empire that 
requires constant care, and it is an em- 
pire which is protected by a complicated 
mechanism of interlocked capital. The 
master of such an empire wants to be 
sure that not only the death tax but all 


| other immediate and impending obliga- 


tions can be easily cared for out of 


| available cash in the event of his death; 
| that his estate can be liquidated and 
| held intact, even if the condition of his 


business at the moment of his death is 
such that it would be injurious to with- 


draw any of the capital involved. 


To Meet Philanthropic Needs 


“Another explanation for the growth 
in the number of large insurance poli- 
cies is to be found in the growth of 
philanthropic desires. More and more 
it is coming to be considered by rich 
men that their private wealth is clothed 
with a certain amount of public interest. 
For themselves and their families dur- 
ing their lifetimes, and for their families 
after their death, they desire a sufficient 
income to maintain the accustomed 
standard of living. All income above 
this point they may wish to devote to 
the public good. Income insurance pro- 
vides a mechanism for the accomplish- 
ment of their desires. They buy insur- 
ance which provides them, and _ their 
families after their death, with ample 
And having thus provided by 
means of insurance, they feel free to 
make wills giving heavy sums to philan- 
thropy. 

‘A consideration of the various mo- 
tives for the carrying of large insurance 
leads to the conclusion that the number 
of large policies will steadily increase 
during the coming years.” 


Returns From Trip 


Tohn Marshall Holcombe, IJr., man- 
ager of the Life Insurance Sales Re- 
search Bureau, has just returned to 
Hartford after spending four weeks 
|} among life insurance companies south 
of the Mason-Dixon line. Mr. Hol- 


combe’s itinerary took him to fourteen 
cities where he visited twenty-one com- 
panies, fourteen of which are members 
of the bureau. 





Barton To Address “Ad” Conference 


truce Barton has been secured by 
Insurance Advertising Conference to 
talk at the spring meeting in Hartford. 
Mr. Barton will talk at the 
which will be shared jointly by the Con 
ference and the Hartford Advertising 
Club. 
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W. H. BEERS ADDRESSES 
CHICAGO UNDERWRITERS 





TELLS HOW TO WIN SUCCESS 


Factors Essential to Most Efficient Life 
Insurance Salesmanship Are Dis- 
cussed by Speaker 


William H. Beers, general agent of 
the Mutual Benefit Life in St. Louis, 
was the speaker at the February meet- 
ing of the Chicago Association of Life 
Underwriters. Mr. Beers mentioned 


some factors essential to the success of | 


the life insurance agent. One of these 
is elimination. He said that it is neces- 
sary to eliminate the prospect who can- 
not pass the examination or who cannot 
pay for the insurance. It is essential for 
the agent to choose prospects to whom 
he can sell. Mr. Beers said that a 
pect must have a need for insurance, the 
money to pay for it and some ambition. 
He declared that it is necessary to use 
plenty of time to think about prospects 
every day. 
Continuous Work Essential 


Another factor is continuous efiort. 
Hard work is essential to the winning 
of success, but even after the success is 
attained continued work is necessary to 
maintain it. He said that the agent must 
live and think and dream about insur- 
ance. Continuous application is neces- 
-ary to maintain the greatest efficiency. 
Mr. Beers drew an illustration from the 
automobile engine, which is very inefti- 
cient until it gets warmed up to the 
proper running temperature, but which, 
on the other hand, burns out if over- 
heated. He said that an analysis of re- 
sults showed that the larger the number 
of interviews, the higher is the percent- 
age of sales to interviews, resulting from 
increased efficiency. This is not the only 
benefit, however, as experience has 


pros- | 


shown that the more applications an 
agent secures the larger is the average 
policy. Thus by continuous rather than 
intermittent effort the make 
his work more effective, both as to sell- 
ing a larger percentage of the people he 
sees and as to increasing the 
applications. Wasting one-half day each 
week means a loss of 26 days, or prac 
tically one month out of each year 

The third factor Mr. Beers discussed 


agent can 


size of his 








W, H. BEERS 


Mutual Benefit in St. Louis 


the necessity of getting the pros 
point of view. The must 
get acquainted with his prospect either 
through social or business contacts, or 
through the canvass itself. He must 
learn how the prospect thinks and must 
know something about his personal at- 
fairs. 

The fourth point was the necessity of 
having a program of effort. It is neces- ! 


Was 


pects agent 


LIFE INSURANCE EDITION 


sary to set a definite goal and then go 
straight for it. Beers said that he 
writes down at the beginning of the year 
just what he intends to do in the course 
of that vear and works out a plan on 


Mr. 


paper, showing Just how he intends to 
do it. 
Sell at First Interview 

Mr. Beers stated that the experience 
of the Mutual Benefit has shown that 
45 minutes to one hour is the most efh 
| cient length of time for the canvass 
He said that the agent cannot close the 


sale in the first interview unless it is 
long enough for the prospect to absorb 
the new ideas and to react favorably 
The most efficient sales method is to 
close on the first interview, making that 
interview long enough to secure the de- 
sired results. Mr. Beers found from his 
own experience that it is very wasteful 
to call a second time A study of the 
experience of the Rochester office of the 
Mutual Benefit where Mr. Beers was 
district agent for many vears showed 
that the average for all the agents in 
the office was 70 percent efficiency for 
the first interview, but only 20 percent 
efficiency for the second. This analysis 
demonstrated very clearly that it pavs 
to put forth every effort to close the 
sale at the first interview, and then to 
go on to other prospects rather than to 
call second time. 


Normal Course of Sale 


Mr 


sists 


lared that the sale con 
phases, the explanation, 
the 


dams ] 
Beers de« 
oT threc 
‘ 


} 
the immediate reaction of prospect, 


which is invariably decidedly negative 
and then the gradual swing back to thx 
favorable attitude The agent must re 
member that this is the normal course 
of the sale, and must not worry when 
the prospect refuses, just after the prop 
osition has been explained. This is the 
normal reaction, and during this phase 
the agent must talk about his company 
nd other matters which are not | 

to be of a controversial nature, until the 
second reactiotr the prospect 
toward the tavorable attitude, begins 
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MOUNTAIN STATES TELLS 
ABOUT HEADQUARTERS 


NOW MOVING TO HOLLYWOOD 


R. N. Stevens Takes Charge of the 
Agency Department and J. M. 
Miller Is Agency Secretary 


Che Mountain States Life of Denver 
announces that after March 3 its execu- 
tive office will be located at 511 Guaranty 
uilding, Hollywood, Cal. It has re- 
increased its capital to $250,000, 
and added a number of prominent peo- 
ple of California to its directorate. R. N. 
Stevens, for the last 16 years represent- 
ing the Phoenix Mutual, will 
charge of the agency department of the 
Mountain States as vice-president and 
agency manager. J. M. Miller, formerly 
secretary of the Montana Life, has been 


cently 


take 


appointed agency secretary of the 
Mountain States and assistant to the 
president. The company will continue 


its offices in the Denham building at 
Denver to handle its business in the 
Rocky Mountain territory. The Moun 
tain States Life operates in Missouri, 
Nebraska, Colorado, Wyoming, New 
Mexico, Arizona, Nevada and California. 
set in, when he can bring up further 
irguments 


Announce Rockwell School 


\nnouncement was made of the Rock 
well School of Life Insurance Sales- 
lanship to be held in Chicago, June 13 
Aug. 13. Classes will be held the last 
tour days of each week in the forenoons 
nly. The annual sales congress of the 
Chicago association will be held March 
18. Resolutions in honor of Edward A. 
general agent of the 
Union Central Life of Chicago and for- 
president of the association, were 


adopted. 


erguson, late 


mer 








BANKERS 


| LIFE INSURANCE COMPANY 
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Assets $28,700,000 Insurance in Force over $117,000,000 


Issues up-to-date Policies, both Participating and Non-Participating, with Double Indemnity and Disability Benefits. 


For many years the Bankers Life has had more insurance in force in its home state than any other company, and all of 
its business has been written by its own agents. 


Forty years of successful and conservative management have resulted in financial statements and in dividends to policy- 
holders unequaled in insurance history. 


Having laid a foundation broad enough and strong enough for a building of any size, the Company is now ready to erect 
the superstructure. 


If you wish to invest your time and energy where it will make the largest returns in money, satisfaction, peace of mind 
and pride in the institution you represent, it will pay you to investigate. 


LET THE BANKERS LIFE BE YOUR BANKER 


Opportunities Are Open for Producers, General Agents and Supervisors in the Following States: 





PENNSYLVANIA SOUTH DAKOTA NEBRASKA OHIO 

UTAH KANSAS MICHIGAN WASHINGTON 
IDAHO ILLINOIS OREGON WEST VIRGINIA 
IOWA WYOMING DISTRICT OF COLUMBIA MISSOURI 
OKLAHOMA 


For full particulars address 


HOME OFFICE, LINCOLN, NEBRASKA 
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AS SEEN FROM NEW YORK | 

ORTHWESTERN NATIONAL BY G. F. WILLISON J 

LIFE INSURANCE COMPANY MAY ENTER NEW YORK lthat state supervision today extends 

0. J. ARNOLD, parsioext Hillsman Taylor, vice-president, and down even to the more important de- 

C. O. Shepard, actuary of the Missouri tails of the companies’ operations. In 

? President Crocker’s opinion this is a 


Minneapolis.Minn. 
PROFIT SHARING INSURANCE—LOW NET COST 





42nd Year—A Year of Progress 


Gain in Paid-for Insurance in Force, over 
22 Million Dollars 

An increase over 1925 gain of over 
5 Million Dollars 

Admitted Assets increased over 
3 Million Dollars 

New Insurance Written, Paid-for basis, over 


4414, Million Dollars 


An increase of 


21% Million Dollars 


10% 
30% 
15% 


6% 





Financial Statement—December 31, 1926 


ASSETS 
Bonds, 
Government, State, County and 
eee rt $3,146,701.90 
Railroad, Public Utility, etc............. 4,156,691.55 
$ 7,303,393.45 
First Mortgage Loans ar and sessed vaanes 9,281,138.38 
Collateral Loans ....... , near er 228,402.15 
Policy Loans ...ccccccccccccccsececs eeeeneees 4,244,766.95 
Real Estate .......... seeeeeeaweceds 1,542,829.45 
Premiums, Due and Deferred . ceeeeeeeeeess  1,088,834.00 
OE) eee a cealih ihdin intel 622,344.11 
Interest Due and Accrued ‘and Other Assets. 564,757.30 
Piiicisecescws satieeaea ar ee basil $24,876,465.79 
LIABI L I T IES 
imran min TED. oo. d.k cc n06 06s 060bencesecees $20,792,335.00 
Death Claims Due and Unpaid.............. ‘a None 
Claims Reported but Proofs of Loss not Received 221,552.52 
Present Value of Death, Disability, and Other 

Claims Payable in Installments. i 337,609.18 
Premiums and Interest Paid in Advance........ 163,422.38 
Reserve for Taxes Payable in 1927............. 191,774.00 
Profits Payable to Policyholders in 1927....... 999,223.78 
Be Cae ED oc cc etensacecesecs Se eink 135,405.57 
Reserve for Real Estate Depreciation, and Mor- 

tality, Disability, and Investment Fluctua- 

Sl sitvedesansdvnceeee ee pe gee 312,496.71 
Contingency Reserve .......... jwaennneeeeeeen 400,000.00 
Unassigned Surplus .........ccccsccccccseeees 1,322,646.65 

ee peed denied eid wesw ii eae $24,876,465.79 


234 Million D Dollars ethan in Force 
































W. J. ALEXANDER, Secy. 


POSE BARRY DIETZ, Pres. 
F. T. ANDREWS, Med. Dir. 


G. O. SANBORN, Vice-Pres. 


GLOBE MUTUAL LIFE 
INSURANCE COMPANY 


CHICAGO T. F. BARRY, 


Incorporated under state 
Founder 


laws of Llinois 1895 


19 PER CENT NET AVERAGE GAIN FOR 1926 in all branches 


THIS IS MADE POSSIBLE ONLY BY THE UNEXCELLED 
SERVICE THE GLOBE GIVES TO ITS POLICYHOLDERS 


Telephone 


Home Office, 
arrison 1998 


431 S. Dearborn St. 














State Life, together with other repre- 
sentatives of the company, held a con- 
ference with Superintendent Beha of 
New York last week, looking toward 
the entry of the company into New 
York. No action is contemplated in the 
immediate future, but the conference 
was held in order that the business pol- 
icy of the company may be shaped to 
meet the requirements of the insurance 
laws of New York. 

x * * 

REAL ESTATE VALUES 

Life company executives in charge of 
investments may find something of in- 
terest in the following remarks made be- 
fore the recent mid-winter conference 
here of the trust company division, 
American Bankers Association, by Ed- 
ward J. Fox, president of the division: 
“Without being an alarmist, I suggest 
that it would be well for those ot us 
who are constantly charged with the in- 
vestment of funds to take note of the 
possibility that there may be, and prob- 
ably will be, a depression in real estate 
values caused by the reduction of ren- 
tals and that caution, therefore, be ob- 
served in making investments of this 
character. 

“The excessive cost of building does 
not necessarily represent intrinsic value. 
If building operations continue as at 
present, the law of supply and demand 
will inevitably cause a reduction of ren- 
tals and thus the value of the security 


must be impaired.” Furthermore, he 
added that some adjustment of the 
problems of instalment selling and 


“hand-to-mouth” buying by retailers is 
imperatively needed if our prosperity is 
to continue. But on the whole Mr. Fox 
takes an optimistic view: “In the busi- 
ness world, in almost all its varied and 
multiform phases, there has been great 
prosperity and the outlook apparently is 
The railroads. 


still a promising one. 
the automobile industry, the iron and 
steel trades, the public utilities, all are 


in a flourishing condition and give bright 
promise for the future.” 
* * 


* 

FIFTY MILLION OF BUSINESS 
“Fifty Million Paid-For Business” is 
the slogan adopted for 1927 by the 


Charles B. Knight agency of the Union 
Central here, which has enjoyed a phe- 
nomenal growth since it was organized 
in 1913. The first year it paid for $1,- 
945,000. By 1918 that figure had in- 
creased to $10,400,000, and in the next 
two years it practically doubled itself, 
rising to $20,080,000. Between 1920 and 


wise and good thing, for no other agency 
or organization is in such a favorable 
position or is so well-equipped to be an 
interpreter and intermediary between 
the insuring public and the companies 
as an efficient and intelligent insurance 
department. 

The state has not proved itself a shin- 
ing success as an administrator or exec- 
utive in its own right, he said, but it 
had done much in pointing out abuses 
and suggesting corrections and remedies. 
While he did not use the phrase or even 
hint at any such unholy alliance with or 
without benefit of clergy, President 
Crocker could hardly object if in their 
relations to insurance companies state 
departments became their best pals and 
severest critics—more affectionate and 
less destructive, perhaps, than many 
others of the genus. 


*> * * 


H, H. PUTNAM’S VIEWS 


“Production is merely a by-product of 
our advertising,” said Henry H. Putnam, 
manager of the publicity department 
of the John Hancock Mutual, to the 
company’s general agents and superin- 
tendents in convention assembled at 
Boston. Its primary aim is to familiar- 
ize the public with the name and signa- 
ture of “John Hancock.” Last year the 
company undertook a novel campaign 
in the boys’ and girls’ magazines in con- 
nection with the free historical booklets 
published on the lives of Lincoln and 
\W ashington, Mr. Putnam amused his 
audience by relating how requests for 
these booklets came in in such floods 


{from children all over the country that 


| ject 


1926 it was again doubled, its total paid- | 


for business last year amounting to $40,- 
645,000. This extraordinary develop- 
ment in the short space of 13 years can 
no doubt be attributed in large 
the agency’s other slogan, 
Spells Success.” 
* * * 
MAY INCREASE DEPOSIT 


“Service 


American life and fire companies do- 
ing business in Canada may soon be re- 
quired to make a deposit of $100,000 with 
the Dominion government instead of 
$50,000 as at present, if favorable action 
is taken upon the bill recently introduced 
at Ottawa by Finance Minister John 
James Robb, who would exact a $100,- 
000 deposit from all foreign and British 
companies writing business in the Do- 
minion. Details of the bill are not avail- 
able here, but if the deposit remains 
largely an evidence of good faith, there 
would seem to be no particular reason 
the 


at this time for raising ante. 
2 
STATE SUPERVISION 


State supervision of the insurance bus- 
iness has progressed very 
purely 
said 


John 


far from the 
formal thing it was 30 
President Walton L. Crocker 


ago, 
Hancock Mutual, adding 


of the 


| newspaper 


part to} 


at one time it seemed almost as if the 
company would have to stop all other 
operations for the time being and de- 
vote its entire time and energies to pub- 
lishing and mailing these booklets. 

As a result of this campaign, the name 
“John Hancock” now probably as- 
sociated with more than the Declaration 
of Independence in the minds of hun- 
dreds ot thousands of growing children 


is 


throughout the nation. Commenting 
upon radio advertising, Mr. Putnam 
stated that the company broadcasted 


three times last year, twice on the sub- 
of carbon gas poisoning and the 
last time during thrift week. The com- 
pany has decided, he said, that its radio 
advertising should be novel and differ- 
ent and for that reason would be oc- 
casional rather than habitual. 
, ue 


FIDUCIARY ADVERTISING 


Newspaper advertisements on insur- 
ance trusts, living or voluntary trust 
| advertisements, the propor- 
tion of advertising to be devoted to ex- 
ecutorship, trusteeship, living trusts, in- 
surance trusts, etc., are some of the sub- 
jects treated at length in a new book 
entitled “Fiduciary Advertising,” pre- 


| pared by an editorial board of financial 
experts under the chairmanship of Vice- 


| ceeds to obtain some, 
years | 


President Francis H. Sisson, Guaranty 
Trust, New York, and published by the 
trust company division, American Bank- 
ers Association. The book contains 
definite plans that have been used suc- 


cessfully to promote closer and more 
profitable cooperation between life in- 
surance Organizations and trust com- 
panies. 
* * * 
SHOULD GET EARLY START 
“A breadwinner who is physically able 


to obtain life insurance and has failed to 
do so is like a man who takes his family 
out for a boat ride in a leaky boat. A 
breadwinner without life insurance who 
realizes his neglect and forthwith pro- 
is doing the only 
wise and prudent thing he can do, but 
the one who is ahead of all, is the one 
who takes out life insurance as soon as 
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he or she begins to earn money, whether 
or not there are others dependent at 
that time. Such a person obtains life 
insurance on very favorable terms 
reason of the low rate secured when 
insurance is taken out at an early age.” 
This is quoted by “Service” of the 
Guardian Life from a long article in a 
recent issue of the magazine the New 
York Telephone Company publishes for 
its 60,000-odd employes. 


7 * 
EQUITABLE’S “AGENCY ITEMS” 
Coincident with the recent agency 


convention of the Equitable Life of New 
York the companys well-written and 
well-edited little weekly newspaper, 
called “Agency Items” reached its 
1,000th issue, having appeared regularly 
from week to week since it was launched 
without any great splash on October 31, 
1907, as the result of a luncheon con- 
ference to which Secretary William 
Alexander, the editor of the paper since 
the beginning, invited C. Carlyle Taylor, 
who had just been transferred to the 
home office after the closing of the com- 
pany’s Australian agency, S. S. Mc- 
Curdy and several others, including A 
H. Reddall, advertising manager of the 
company and the present associate edi- 


“LIFE | SALESMAN HELD 


by | 


| best use 


! 


tor of the weekly. All articles in the 
first issue were contributed by those 
present at the luncheon. Few issues | 
have subsequently appeared without 


some word of inspiration from the pen 
of Secretary Alexander, the dean of in- 
surance writers. “Agency Items” in its 
long history has more than lived up to 
th € salutatory published in its first issue 

‘The aim of this paper shall be to 
bring the agents of the Society 
closer touch with the home office: 
interest, instruct and enc ourage them; 
impart information that will make 
work easier; 
spirit that burns in the heart of every 
loyal agent—w hich is the secret of the 
society’s past success, and which will 
enhance its strength, prosperity and 
fame hereafter.” 


to 
to 
their 


LIFE INSU RANCE EDITION 


TO BE A COUNSELOR 





HIGH TRIBUTE FROM EDITOR 





E. P. Adler of the Davenport “Times” 
Lauds Service Rendered by the 
Rate Book Men 





High tribute to the rise in standing of 
the life insurance representative to the 
place of a counselor in business was paid 
by E. P. Adler, editor of the Daven- 
port “Times” and former vice-president 
of the Associated Press, in addressing 
the Lincoln National Life agents in 
Davenport Feb. 18, and as part of the 
sectional meeting program for the com- 
pany in that region. 

Mr. Adler reviewed the days when life 
insurance men had to use the most 
grueling methods to sell business and 
professional men on the service of pro- 
tection. He pointed out that today their 
situation is parallel with the advertising 
man who now gives most of his time to | 
advising his business clients about the 
of his services instead of the 
necessity of selling the idea of the need 
of his aid. 

Vice-President and Manager of Agents 
Walter T. Shepard was in charge of the 


|meeting for representatives from Illinois, 


into | 


lowa, Nebraska and Missouri. He pre- 
sided at the banquet and gave out the 
honor emblems, including the “Minute 
Men Medals” to Philip Sitrick, lowa, 
and Peverall Lowes of Illinois, who ac- 
complished the feat of paying for $100,- 


| 000 of business in the last four m onths | 


lof 1926. 


to stimulate that Equitable gram was B. J. 


| Dern was in charge 





Another speaker on the banquet pro- | 





Palmer, head of the 
Palmer School of Chiropractic, who 
| talked upon his favorite theme, “Sell 


| Yourself.” 
Superintendent Agencies A. L. 


of the educational | 


of 


| : 
| program and was assisted by 


Assistant 
Superintendent of Agencies V. ]. Har- 
rold, Medical Director W. E. Thornton, 
and Chief Accountant M. D. Johnson. 


A sectional meeting was also held 
in Minneapolis Feb. 22-24 to be ohewes 
by meetings in Salt Lake City, Seatt 


Los Angeles and Dallas. 


Dr. A. R. Stone Promoted 
Archibald R. 


Dr Stone, who since 


November, 1919, has been assistant med- 
ical director for the Missouri State Life 
has been promoted to associate medical 


director. 
Dr. Stone was born in Marion County, 


Missouri, on Feb. 2, 1887, and is a 
graduate of the Washington University 
Medical School, class 1909 Upon 
graduation he entered private practice 
at Palmyra, Mo. and soon after that 
was elected county physician and mem- 
ber of the county board of heatlh, hold- 
ing that position trom 1910 to 1914 
During the world war he served in 





the United States Medical Corps, being 
assistant surgeon at Fort Riley, Kas., 
from March 1918, to November, 1918, 
and from November, 1918, to July, 1919, 
was in charge of the government hospi- 
tal in Boston . Mass. 

Upon es ee ee from the 
army with the rank of captain in Novem- 
ber, 1919, Dr. Stone hesnens associated 
with the medical department of the Mis- 
souri State Life as assistant medical 
director. 

Farmers & Bankers’ Figures 

T he Farmers & Bankers Life of 

Wichita has issued its 16th annual state- 


ment showing assets $6,662,011, capital 
$275,000, net surplus $325,657. Its as- 
sets gained $679,600 last year. This 
company now has insurance in force 


$42,275,562. It has paid to policyholders 


since organization $2,951,210. The Farm- 
ers & Bankers has on deposit with the 
state to protect policyholders $4,885,- 
365. It has been a success from the 
start and is a credit to the state 


GENDRON WILL HEAD 
AGENCY DEPARTMENT 


CONTINENTAL AMERICAN PLAN 
Norman E. Ellsworth Appointed Gen- 
eral Manager of the Southern Divi- 
sion at Washington, D. C. 


The directors of the Continental 
American Life have confirmed the ap- 
pointment of Fernand E. Gendron as 








FERNAND E. GENDRON 
Agency Manager 


|}agency nranager of the Continental 

American Life of Wilmington, Del. He 
| has served with the Travelers in Mon- 
| treal, Quebec and New York City and 








i End of Admitted 
Year Assets 
er $ 1,351,896.99 
ee 1,817,013.31 
ee 2,112,996.92 
Dvessnaed 2,449,941.89 
1920 3,053,933.27 
a to wo aces 3,695,192.97 
1922. 4,377,541.87 
SRR 5,204,051.52 
a 7,445,394.56 
1925 11,787,887.57 
Bceene ds 13,585,653.44 


H. J. BURKHARD, President 
FRANCIS M. HOPE, 


Actuary 








ROBERT J. GILES, Secty. and Gen’l Mor. 


FINANCIAL CONDITION OF 


Occidental Life Insurance Company 


Los Angeles, Cal. 
JANUARY 1, 1927 


ADMITTED ASSETS 
Mortgage Loans on Real Estate, first liens..... $ 7,269,015.30 


Loans to Policyholders, upon Security of Com- 


SE EE cies cade ekenedeceanshees canes 2,818,709.16 
Loans Secured by pledge of Bonds, Stocks or other 

ES ES BSS See lie, Sak Pe pee eee ees 21,000.00 
I I i bs oe dea deena dees 1,209,565.69 
Book Value of Real Estate...................... 845,231.34 
ee ee ss Cede cunnteesue 442,779.96 
Net Life Premiums Deferred and in Course of Col- 

iia ie deci ie eda nie wits eaten oledoe 476,042.01 
Interest Due and Accrued.................00000- 396,016.32 
Cer BAN BIO. won 5 cc vc scccncccccccces 107,293.66 





TEN YEARS 


Premium Income 


Life Dept. Accident Dept. Premiums and Investment for Year in Force 
$ 399,196.34 $214,183.79 $ 689,472.41 $ 4,381,206.19 $ 13,525,607.64 
554,680.78 235,342.73 877,462.14 9,037 889.03 18,565,495.15 
672,946.95 235,275.37 1,019,809.75 5,909 426.23 20,825,256.37 
887,461.02 260,527.45 1,273,588.84 10,938,798.22 28,136,293.78 
1,187,537.34 299,824.62 1,632,112.51 14,084,943.87 37,858,592.02 
1,231,935.00 264,663.09 1,696,203.89 9,939,786.16 39,510,770.28 
1,391,702.89 227,215.34 1,881,161.06 10,774,320.79 43,026,120.75 
1,501,259.03 227,838.61 2,018,844.91 12,797, 992.53 48,664, 246.00 
1,756,628.67 232,825.63 2,376,603.35 26,346,793.25 66,403,139.13 
2,081,135.69 256,919.27 2,842,454.64 46,919,390.31 102,062 ,866.92 
3,024,883.76 254,632.27 4,285,858.82 16,646,914.37 108,776,728.64 
J. F. BURKHARD, Vice President E. L. BLANCHARD, Second Vice President 
JOHN W. VAUGHN, Treasurer PIERCE L. DAVIES, Assistant Secretary 
DONALD W. SKEEL, M. D., Medical Director CLARENCE H. TOOKEY, Assistant Actuary 


Premium Income 


LIABILITIES 
Reserves on Life Policies required by 


D.C tl ie ore Gaara tant $12. 393,673.58 
Reserves on Accident Policies re- 

quired by law..............+.++- 62,788.47 
Life Premiums and Interest Paid in 

i, sg ie iteaeaen ate 6 94,909.09 
Reserved for Federal, State and 

other Taxes hereafter payable... . 124,764.90 
All other Liabilities............... 208,932.94 


TOTAL LIABILITIES 
Capital Stock (fully paid) 
Assign 


Surplus as regards Policyholders. .........+++0+++ 


* PROGRESS 


Total Income 


Life Insurance 


....$ 350,000.00 
128,079.00 
...» 222,505.46 


me 
$13,585,653.44 


Life Insurance 
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ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, Iowa 


Offers an unexcelled line of polcy contracts. 


Our juvenile policies, written on children as 
young as one day old, go in full benefit auto- 
matically at age 5 without re-examination. 


Our special low rate policies to business and 
professional men are fast sellers. 


We write women on equal basis with men. 
Splendid agency openings are now available. 


Write William Koch, Vice President and 
Field Manager. 


ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, Iowa 


A.C. Tucker, President 














\NY 


HARRY L. SEAY, President 
Over $111,000,000 Insurance in Force 


Some very desirable territory still open in its home state—TEXAS. 
Exceptional opportunity for the right man in Tennessee, Minnesota and Indiana 
The Southland’s agents receive wholehearted Home Office co-operatio: 


For Information Address 
CLARENCE E. LINZ, Vice Pres. and Treas. 


DALLAS, TEXAS 








Tas was with the Connecticut General 
| Life at Rochester, N. Y. 

| The appointment of Norman E. Ells- 
worth of Washington, D. C., as general 
manager for the southern division of the 
Continental American is announced. He 
will have his headquarters at Washing- 
ton, D. C. He started with the E. A 
Woods agency of the Equitable Life of 
New York at Pittsburgh and later be- 
came associated with the company in 
Georgia. Subsequently he went with 














NORMAN E. ELLSWORTH 
General Manager Southern Division 


| the Aetna Life in Washington and then 
became superintendent of agencies of 
| the Acacia Mutual Life of Washington, 


Robert H. Richards, one of the lead- 
ing attorneys of Wilmington, who is a 
director in a number of corporations in- 
cluding two of the leading banks, was 
elected a director of the Continental 
American Life to succeed Vice-President 
J. A. Fulton who goes with the Home 
Life. 


AUTOMOBILE RECIPROCAL 
FOR THE MODERN WOODMEN 


LINCOLN, NEB., Feb. 23.—The 
Highways Motor Underwriters, a recip- 
rocal organized for the purpose of writ- 
ing automobile insurance, has been in- 
corporated under the laws of Missouri, 
with the A. R. Talbot Underwriters as 
attorney-in-fact, and will maintain offices 
in Lincoln. It will start to writing bus- 
iness in Nebraska as soon as it has 
Written $1,500,000 in Missouri which it 
expects to have on its books within a 
few weeks. Mr. Talbot is associated 
with Richard L. Kimball, secretary and 
meena. Charles Stuart, treasurer, and 
a Allen, attorney. 

Mr. Talbot is head consul for the 
Modern Woodmen of America, and 
while the reciprocal is not connected 
in any way with that order, it was or- 
ganized primarily for the purpose o/ 
affording its several million members an 
opportunity to get protection on their 
automobiles below the standard rates 
It is expected that fully 500,000 mem- 
bers will carry policies in the reciprocal. 
Formation of the company was decided 
upon some weeks ago, and an organ- 
ization is being effected from among the 
field men of the Woodmen that is ex- 
pected to yield a large volume of bus- 
iness at a minimum of acquisition cost. 


Increase Canadian Deposit 


Among the amendments introduced to 
the insurance act of Canada at Ottawa 
is one that provides that the deposit 
to be made in Canada by British and 
foreign companies (this includes Amer- 
ican companies), both fire and life, shall 
be $100,000 instead of $50,000 which is 
now require d. Another amendment 
would permit Canadian insurance com- 
panies to invest up to 15 per cent of 
their assets in the stock of other Cana- 
dian companies. 
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GANSE ESTATE PLAN 
GOES TO NEW QUARTERS 


IS AFFILIATED WITH CLARK 


Service Has Been Devised by Experts 
to Give Further Protection Along 
Specialized Lines 


The Ganse Estate Protection Service 
of Boston, of which Franklin W. Ganse 
is president and Edward A. Madden is 
manager, has removed from the Cham- 
ber of Commerce building to 1 Federal 
street, Boston. 

Its offices adjoin those of the Paul F. 
Clark agency of the John Hancock Mu- 
tual Life, which has used its service 
in special cases for some time past, and 
with which the Ganse Estate Protection 
Service will be specially affiliated. 

With the large number of young and 
developing agents of this large agency 
in New England, Mr. Ganse will have a 
splendid opportunity to work out the 
technique of his special plans for ex- 
tending the ordinary service of the life 
underwriter, so that, with the coopera- 
tion of the lawyer, the trust officer and 
the investment banker, all possible es- 
tate shrinkages may be prevented. 


Clark and Ganse Warm Friends 


Mr. Clark and Mr. Ganse are warm 
personal friends, having been closely as- 
sociated in organization work, particu- 
larly in the National Association of Life 
Underwriters, of which Mr. Clark is 
vice-president and Mr. Ganse a trustee 
and a member of several important com- 
mittees. He is chairman of the com- 
mittee which is working for the enlarge- 
ment of the professional standing of life 
underwriters. He feels that his organ- 
ized effort to protect estates is a step in 
professional underwriting, which he 
hopes will be used by other life insur- 
ance offices in Boston and elsewhere, 
as well as by clients who desire to im- 
prove the estate status of other assets 
than life insurance. 

Mr. Ganse has been appointed a spe- 
cial agent of the John Hancock, but will 
also maintain a producing agent’s con- 
tract with the Columbian National Life 
of which he was formerly home office 
general agent. 


BUILDING INDUSTRIAL GROUP 


Advertising Conference Draws Nearly 
All Companies Into Its Member- 
ship—Doyle Is Chairman 


Rapid progress is being made in the 
building up of an industrial life and in- 
dustrial health and accident group in 
connection with the forthcoming meet- 
ing of the Insurance Advertising Con- 
ference at Hartford, Conn., in May. 

Most of the leading industrial life and 
industrial health and accident companies 
are now members of the group, and the 
indications are that the coming meeting 
at Hartford will be an auspicious 
inauguration of one of the most impor- 
tant conference bodies in the insurance 
business. 

J. J. Doyle, publicity manager of the 
Western & Southern Life, chairman of 
the industrial group, and William J. 
Bradley, publicity manager of the Home 
Life of Philadelphia, are busy with the 
details of the program, which they say 
have almost reached completion. 

The principal address at the industrial 
group session will be “The Agent Is 
What You Make Him,” and will be de- 
livered by H. C. Welch, agency manager, 
industrial department, American Bank- 
ers of Jacksonville, Ill., to be followed 
by open discussion. 

Mr. Doyle or Mr. Bradley will gladly 
give any information desired to any 
company interested in the forthcoming 
conference. 


May Start Writing Soon 


The Judea Life of New York will 
probably start writing business next 
month. The company was organized by 
a group of leaders in the Zionist move- 
ment as a subsidiary of the Judea, Ltd., 
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of Palestine and the Judea Industrial | -——— . = — , = || now has 9000 Iowa policyholders carry- 
Corporation. A branch of the Palestine | ° | ing $18,000,000. The Iowa agency has 
Company has also been organized to do | THE LIFE = INSURANCE MAN rs WORK recently moved from the Liberty build- 
business in Egypt and has been writing | - fe _ 2 @ messee ing to larger offices in the Insurance Ex- 


policies there for several months. The (>; = 7 - — change building. 
Judea Industrial Corporation, which | Detroit Manager Mutual Life S cneaineeteillipagh 
pn ah pero FB > tal mm a | HEN I sense the spirit of your! I see the fatherless fed, the orphan Laurence U. Schloss 
estec ir 1 es | 4 ; o : : 
; ° wondertul wor fills me with | educate he w Ww sed iro *nslav- : “nce : . z m 
probably use the profits of the new com- ondertul work it fills me educated, the widow freed trom ens | Laurence U. Schloss has been ap 


an exaltation touching the sublime. | ing toil, jails less crowded, asylums tor | pointed assistant manager of the Mervin 
A view of its far-reaching results passes | rent, poorhouses depopulated, while you | L, Lane agency in New York City of the 
| before me like the vision of a dream. | fight from many a fireside the spectres | F quitable Life. He entered the service 


pany for building up the Jewish home 
land. Morris Pike, prominent in the 


rating P ) art- f lif i 
— a of = oo oe ol I see a mountain of life insurance, bil- | of want and woe. of the E quitable Life in July 1925, im- 
7 - onlay i 4 an te om his n ~ lions of dollars high, made by you in I see confidence restored, credit cre- | mediately following his graduation from 
jew « , , Ss > s > . . : ." “ . 

inti . i PMarch “Other offi : will ‘be | America as a bulwark against hunger | ated and mortgages liited. the Wharton School of Commerce & 

— In : hee Th , a Pos ! | and want. I see as a result of vour zeal a silver | Finance 

. 2 ce ans t . : : 
SRROCUNCHE FENCE. i! F rh F , of I see an army of young men rescued | shower of income payments financing 
the oO ers ine oO : iP gg a. ; ¥ ps) . . : 

1e organizers Ca or a tu ne from the ruin of improvidence and di- | families otherwise left in misery and Old Line Life Meeting 


policies covering standard risks on the 


; rected by you along the path of savings | despair. 
rdinary, limited payment and endow- | - 


: All officers were reelected by the O 
As this vision comes to me I realize oR ere reelected by the Id 














ment basis. that your work is one of the highest Line Life of Milwaukee at the annual 
a srofessions in all the vreaie of tie's ac- | meeuae- Walter A. Zinn was named a 
PAN-AMERICAN LIFE ' A. P. Ballou, manager of the tivities the loftiest pole med vl of ideas director to succeed W. C. Stone, de- 
ANNOUNCES PROMOTIONS ee ee aes ae — oe = no dream, eee ceased. ; 
—— 7 . wrignt, no ncture, 1iowevel: rillant, 
The Pan-American Life announces | ago to some gr S titled * J he ae Aa the Rance al a oe Clark to Home Office 
that James E. Woodward has been ap- atid poneen life , act — of your splendid efforts in the creation Roger A. Clark of Princeton, IIL, has 
pointed vice-president in charge oi pacar oss senses of de a and upbuilding of fortunes for future | become associated with the agency de- 
agency personnel and policy claims. ao o me time by George delivery partment at the home office of North- 
Criend W. Gleason is made vice-presi- | I’, Dexter, who was then second - — western Mutual Life. He is the son of 
: - — . = vice-president of the compan as : e : : 
lent in charge of investments. S. E. a> ae : Sapte «ee International Life Meetings the late Hubert Clark, who operated a 
Allison is made vice-president in charge yd os wae cues, ty Ihe he am = E ee - general agency for Northwestern Mu- 
of actuarial and underwriting. C. D. dct _ m of the kind he ~~ DES MOINES, IA., Feb. 23.—The | tyal Life at Princeton. 
Corey is made vice- president in charge heard in connection with life insur- Inte rnational Life of St. Louis held the — 
of field work. Franz Hindermann is ap- tea first of a series of one-day regional sales Orriny Made Agency Manager 
pointed treasurer. These men have all meetings this week in Des Moines : 
heen connected with the company and = Forty members of the Iowa agency Robert Orriny has been made agency 
ire rewarded for their merits. Mr. | to the great highway of independence. | force attended. Judge W. K. Whitfield | ™4nager of the National Life Associa- 
\Voodward will continue as secretary. | I see old age crowned with plenty | president of the company, and W. F, | "0" of! Des Moines. Mr. Orriny has 
; | where, but for your work, it would wear | Grantges, vice-president and general + en — A eT — lor a 
| the thorns of pauperism. manager of agents, represented § the | 0!44N National Lile of boston, eis a 
Addresses Chamber of Commerce |_| cee the BF rye the widow’s home eran goe hen rhe lowa meeting was | former secretary of the membership bu- 
H. E. Walker, agency manager of the | banished by the sunshine of your com- | in charge of State Manager C. S. Whit- | T¢au of the Des Moines Chamber of 
commercial department of the New | pany's care. . ; feld and E l Balz, low a agency man- Commerce, 
York Life in St. Louis, addressed the | I see the short-sighted resistance of | ager. : a 
sales managers bureau of the St. ee | the business man overcome by your per- The second meeting will be held in | Transferred to Chicago Office 
Chamber of Commerce at noon Feb. 17. | Suasive powers and the company saved | Omaha, and other meetings are to be | Clarence Bouterse has been trans- 
His subject was “Getting the os on | When its main prop is cut down by | held in Topeka, Salt Lake City, Den- | ferred from the home office of the Con- 
the Dotted Line.” Mr. Walker is presi- death. ver, Colorado Springs and Los Angeles. | tinental Casualty and Continental As 
dent of the St. Louis Life Underwriters I see you in your arena daily fighting | Southern and eastern territory meetings | surance to the Chicago office where he 
Association. He is a past vice-president | the giant Slothfulness, and I hear his | will be arranged later will act as special agent. Mr. Bouterse 
of the National Association of Life Un- death rattle as with thrust and stab you Phe Iowa agency force finished in sev- | has been at the home office for several 


derwriters. | fell him to the earth. tenth place last year and the company | years 








_ KANSAS’ GREATEST LIFE INSURANCE COMPANY 


PRESENTS ITS SIXTEENTH ANNUAL STATEMENT 
Showing Condition of the Company December 31, 1926 


ADMITTED ASSETS LIABILITIES 
et Bs GI oonsccccescncces {UNE Ae eee $ 71,000.00 I I OR a nich enkas baesnneedenea $4,540,344.05 
First Mortgage om Real Moetate........ccccccsccccccsccscccs 2,975,654.24 (As Required by State Ins. Dept.) 
(On Improved Real Estate Regains ¢ for $9,405,695) COE He OE IIS oobi cncccccencccacassascccs 363,174.89 
Rs. ct canchbeedhoctnanepenindtese 45,600.00 (This is in Addition to the Requirements of the Kansas 
State, County and Municipal Bonds... 3 RITES A EAE APE 1,885,710.73 State Ins. Dept.) 

Loans and Liens on Policies..... EP eee eee 1,270,289.21 Credits to Policyholders, left with Company at Interest...... 1,064,092.89 
(Secured by Legal Reserve) Ta. os i easheudesacaenesesbaned 35,000.00 
ss ccacnckncehodneavens« adic nbenaaweee 167,654.97 rs ar rr i PL... oc acepecsenadesenvesbed None | 

(Time Deposits and Checking Accounts) Premiums and Interest Paid in Advance.................005 47,103.49 | 
Accrued Interest ..........+.+-s0+505 pbawewdas eteenaees 75,071.91 All Other Liabilities .......... pebcedadennnsanndio mates sane 11,638.75 
Net 1 sooner in Process of Collection...............000+- 171,030.06 ST ULdisdvceukececeaseenusnaearecedt $275,000.00 

(Secured by Legal usetietied Ee aera 325,657.05 
a ~ I, cc centenadess CRE ERR See e eee Total Surplus for Policyholders’ PN. ncn ncevaacesiuaune 600,657.05 

(Charged off) ———__—— —_——— _ | 

Sg ee ee $6,662,011. 12 Pees CUED caccecccccaccccsceses $6,662,011.12 | 


On Deposit with the State of Kansas, December 31, 1926, $4,885,364.57 


More than the amount requird by law. A deposit for the protection of the 
Company’s Policyholders—exceeding the legal reserve of the Company. 
Gain in Admitted Assets during 1926...........$ 679,599.69 ' 
Insurance in force December 31, 1926............ 42,275,562.00 


THIS IS THE LARGEST VOLUME OF BUSINESS EVER PLACED UPON 
THE BOOKS OF ANY KANSAS LIFE INSURANCE COMPANY 


The FARMERS G BANKERS LIFE INSURANCE COMPANY 


H. K. LINDSLEY, President 





J. H. Stewart....Vice Pres. and Treasurer A. Swallow. .........< Assistant Secretary Dr, J. L. Evans...........Medical Director Re Ee BePcccose - . Field Supervisor 
Frank B. Jacobshagen.......... Secretar r Wirth Bacgent..ccccccccesesecss Counsel Dr. G. R. Little....Assoc. Medical Director L. E. Garberson.......... Field Supervisor 

J. H. Stewart, Jr.......Assistent Treasurer BD, Ge Gi cadbsctcsecnne Loan Inspector J. Van S. Longenecker. nbosecs ae E. C. Groover............Field Supervisor 

‘sc . . ’* r 
WICHITA Policies That Protect KANSAS 

ms ae ee —— — — are a 
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Theres a Place for You— 


out in California where you 
can write insurance for a Home 
Company among a progressive 
people under delightful weather 
conditions every day in the year. 


If you are a clean, competent 
salesman of life insurance, bearing 
proper credentials, and desire to 
locate in Sunny California to pro- 
duce business under an attrac- 
tive agency contract, write now 
to M. F. Branch, Manager of 
Agencies. 





CALIFORNIA 
SPADE LAE 


J. Roy Kruse, President 
SACRAMENTO 








We have opportunities for Agents in 
Arkansas, Illinois and Iowa 


International Life & Trust Company 
Home Office: MOLINE, ILLINOIS 














LIFE INSURANCE BY STATES 











Business issued in 1926 and amount in force December 3/, 1926, in various commonwealths 









































' New 
} Business a Force 
Fidelity Mutual......... 2,768,796 .136,959 
KENTUCKY | Geo. Washington, W. Va 6s 504 274°5 46 
t ————————— ——} _ — —_—_—__—_— ——— —— = 
New 
Business In Force cr 
John Hancock......Ord. 650,000 NEBRASKA 


John Hancock...... Ind. 
Metropolitan .......Ord. 
Metropolitan ........ Gr. 
Metropolitan ....... Ind. 
Mutual Benefit......... 
Northwestern Mutual. 

National of Vt.......... 
Ohio National...... ° 
Pacific Mutual....... . 
Pan American.........-. 
Western & Southn..Ord. 
Western & Southn...Ind, 
Aetna Life.........Ord. 








1, 451, 092 4 











Aetna Life........... Gr. 
Home Life, N. Y.......- 
Peoria Life, Ill.......... 
| Provident Life & A..... ° . 
Bankers Reserve, Neb... 107,100 397,600 
State Life, Ind........... 245,204 1,135,803 
Union Mutual, Me....... 41,180 357,141 
| 
| MICHIGAN | 
{I $$ ——————————_——_—_—— } 
New 

Business In Force 
Columbian Nat., Mass... 707,603 3,117,27 
Great Western, Ia....... 112,000 ae 000 
Northwestern Natl,...... 5 5 : 


Massachusetts Mut, 
Grange Life, Mich _ 
Merchants Life, Ia...... 
Federal Life, Ill....... 
Washington F. Nat.Ord. 
| Washington F. Nat..Ind. 
|}Central Life, IIlL........ 
Farmers Natl., Ind... 
| Mutual Trust, coat we 

| Michigan Mut. ...... ° 
| North American, Can... 
Crown Life, Can......... 
| Detroit Life........Ord. 
| Detroit Life.......... Gr. 
| Manufacturers, Can...... 
| Security Life, Ill........ 
|} Great Northern, Ill,.... 
| Illinois Life............ 
Lincoln Natl........ Ord. 
i WMatl..ccccecs Gr. 
Midland Mut., O...... 1,161, "846 
| Minnesota Mut.......... 
Natl, Life, U. 8S. A...... 
Chie State ...ccscceesss 
| Peoples Life, Ind........ 
| Philadelphia ........... 
| Provident Mutual....... 
Public Sav., Ind....Ord. 
| Public Sav., Ind... .Ind. 








Register Life, Ia........ 

State Mutual, Mass..... 4, 384. 942 
| Travelers ......+... Ord. 14, 016,803 
STORIE cn cececctden Gr. 
|} Union Central ........ 


| Union Mutual, Me. ee 
|} Abraham Lincoln, Ill.... 
| Security Mut., N. Y..... 
| Rockford Tg sepa 
| Missouri State......Ord. 


Missouri State....... Gr. 
}Conmtral, Ta......sccecces 
| Kansas City ............ 
| Bankers Ve Sree 

Life G6 V@..cc ccc: Ord. 
Pre Cerys Ind. 
| Eureka-Maryland .... 
Equitable of Ia........ 
| Berkshire, Mass........ 
|Acacia Mutual ......... 

Gem City, O...... Ord 

Gem City, O....... Gr 


| Equitable of N. Y...Ord. 
Equitable of N. Y....Gr. 


|} Penn Mutual ........... 
| La Fayette, Ind......... 
Bankers Life of Neb.. 
Old Colony, IL......... 
| Ky. Centl L. & A., Ind, 
| Franklin Life, Ill...... 
| Bus. Men's Assur...Ord. 
Sun Life, Can...... Ord. 
Sun Life, Can........ Gr. 
|Great Western, Can..... 
| Indianapolis Life........ 


| Conservative Life, Ind... 
Mass. Protective.... 

Life of Canada. 
|}Canada Life........ Ord. 
(Canada Life.......... Gr. 
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93, 636. 645 
29,905,335 
33,605,305 


= 





500 
10, 758, 940 
2,679,348 





1,681,180 
681,000 
644,000 

25,502,216 
154,000 











Grange Life Insurance Company 


Lansing, Michigan 
N. P. HULL, President 


INVESTMENT RETURN HIGH 
OVERHEAD LOW 


If ambitious, look us up. You'll find an unusually substantial record and liberal policy toward salesmen and sales organizers. 





NET ASSETS HIGH 
POLICY VALUES HIGH 

















New 


TORUONEED sccnncvcsscese 
Guardian, N. Y......- 
Prairie Life, Neb 


Ohio National... oe 
Amer. Central, Ind...... 
National of Vt........ 

Pacific Mutual..... ° 

Metropolitan ceeve ee 
John Hancock.......... 
Mutual Benefit.. ‘ 




















Amer. L. Reins., Tex... . 1, '800.304 
United Benefit, Neb..... 145,000 145,000 
Continental, Ill......... 384,000 598,500 
Natl, Reserve, Kan... 33,400 92,900 
POMMGRS EMNGs cccicsces ° 145,000 602,500 
Mountain States, Col.... 501,500 240,149 
Mass. Mutual ........-.. 1,018,200 5,887,549 
Manhattan, N. Y........ 126,13 672,811 
Pn BG Geaceccees ‘ 1,856,3 
| 
NEW YORK 
New 
| Business In Force 
Security Mut., N. Y 10,381,302 28,404.13 
Berkshire .. : 37.685 
Aetna Life .. -. Ove 1,216 
Aetna Life.. seece cut 3,335 
Conn. Mutual, ; 2, 
Mass. Protective 1, 
Conn, General. oo BOs 46,: 
Northwestern Mutual... 44, 70, 
New England Mutual 25 18, 
Penn Mutual Fane 47, 359 297, 
United Come, Trav., O. 3.390,000 44, 
Travelers ....... . Ord. 180,604,528 919, 
ZOOVONOTR cccccceccce Gr. 89,616,831 221 
Guaraeem, BW. Z.cccccecs 29,608,348 91, 

















— = = =— = 
New 

Business In Force 
Aetna Life ces eeecace 1,405,236 6,927,608 
Continental, Ill. cece 18,000 , 
Gmaraeem, BW. Zescccccec 1,202,195 
National, Vt. ... er 22,266 
Northwestern Mutual. 897,000 11, s 58 070 


$2,000 190,000 
23,900,390 
9,140,338 
919,511 





National Life Assn., Ia.. 
Lincoln National, Ind 
Equitable, N. Y — 
Security Mut., N. Y¥ 




















| 

} 

TENNESSEE 

u el 

New 

Business In Force 

American Nat., Tex.Ord. 1,601,486 3,989,494 

American Nat., Tex..Ind. 7,926,975 8,189,290 

American Natl., Tex..Gr. 118,650 
PD:  cwaeentes 000 es 


108,984 





Connecticut Mutual 1, 
Cotton States, Tenn 1,2 
Equitable, N. Y.....Ord. §&, 
Equitable, N. Y......Gr. 1,924,257 
Kansas City bbe -«+ 1,536,000 
Lincoin Natl, Ind..Ord, 2,114,458 
Lincoln Nat., Ind....Gr 40,000 
Manhattan, N. Y........ 319,368 
Massachusetts Mutual. . 7,310,441 


Massachusetts Protective 
National L, & A....Ord. 
National L. & A.....Ind. 
National L. & A .Gr. 
New England Mutual 

Philadelphia Life ... ; 
Provident L. & A Ora. 





Provident L. & A....Gr 
Security Mutual, N. Y... 228 
Supreme L, & C., O.Ord 190,500 





Supreme L. & C., O..Ind 1,330,206 
Union Central ...... o Bea 


—— 7 — eines 














—=— == ——— ' 
New 

Business In Force 

American, Mich......... 6,000 11,500 
American Natl., Tex : 208,000 
Rankers Reserve, Neb 641,345 
Continental, Ill ....... 8,000 
Equitable, ih Mtenseces 14,540,297 
Guardian, N. Y......... 399,364 
Lincoln Natl., Ind, -+. 8,801,705 
Pacific Mutual e+eee 1,161,986 
State, Ind Trt . 423,172 
Supreme Life & Cas., O 701,491 

» Union Wut... Me...ccccecs 206,368 2,230,351 

Lamar Life 

The Lamar Life of Jackson, Miss., has 

issued a set of juvenile policies which 

can be written on children from date of 

birth up to age 14 at nearest birthday. 
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Trust COMPANIES AND BANKS 


A directory of responsible financial institutions 





that are especially equipped to co-operate with 


life underwriters in creating life insurance 





trusts, and in handling other estate problems. 


ILLINOIS MASSACHUSETTS NEW YORK 

















(QR 82,000,000 Special Reserve Fund “New England’s | “I'll Make Assurance Double Sure’ 


| 

| 
] protects beneficiaries of life insur- 
ance trusts from loss on interest bearing 
l 

| 

| 


An explanation of the advantages of the 


securities of our selection. | life insurance trust. Send for a copy. 








| 
| Largest Corporate Fiduciary” 
| 


\} 
| Individual Trusts. . . $133,000,000 | 
The nature and extent of this under- Corporate Trusts - 898,000,000 | 


taking are set forth in a declaration of } Agency Account ‘ ; ‘ 348,000,000 THE EQUITABLE 
trust available on request. TRUST DEPARTMENT | | TRUST COMPANY 
I 


TRUST COMPANY 17 COURT STREET, BOSTON | | 57 Well Guest 


———$>S>+— —— MINNESOTA —— a 


CHARTERED 1822 























HE underwriter who can THE 


| A ¥ Fe swung over to the > 

as £ trust company form of ad- | } M THE FARMERS LOAN 

ff MTA ministration a oa ! I N N E S O TA | AND TRUST COMPANY 
ut ee cer pt from an article by LOAN & TRUST CO. ! NEW YORK 


@ prominent underwriter. 








. . MINNEAPOLIS Brings to the duties of Administrator, Exec- 
First Trust and Savings Bank CHARLES V. SMITH | utor, Trustee, Guardian and Custodian 
Chicago ieaenedces aha i | the experience of more than a century. 


| VICE-PRESIDENT & TRUST OFFICER 







































































March 18, 1891, is the date 9 J ee _ poomey f  Secunpeny ingen eons ae 
| f the first I Trust | tially with all insurance representatives 
oO ne Hirst insurance iru l l THE CHASE NATIONAL 1 BANK } on any practical basis for the promotion of 
] Agreement drawn by us. | | OF THE CITY OF NEW YORK | life insurance trust business. 
“‘Nearly 40 years’ experience” i | 57 Broadway T C 
| | TRUST DEPARTMENT Guarant rust Compan 
| THE NORTHERN | | ,...gu:, vce Pmesmers, Fic teade aed 
i} } eeve Schley seorge E. arren ew or 
| TRUST COMPANY | TaUST ORFICER ? 
CHICAGO ] ASSISTANT TRUST OFFICERS 140 Broadway 
. | Howard F. Walsh George J. Runge 
=== ——— —————" | eaaree, t, Fiesee Giver -, - : <= 
| is ” Frederick Pintard — — OHIO mend 
PEOPLES TRUST AND SAVINGS We have a sympathetic understanding 
BANK OF CHICAGO | | A of the life underwriter’s problems. | 
MICHIGAN BOULEVARD at WASHINGTON STREET \| 
ra wae New Department | 
d ynolds . B. Upham ° 
a vice PeERIDeNT * 7 ; Central National Bank 
Floyd B. Weakly Life Insurance T rusts and Estate of Cleveland 
SECRETARY & TRUST OFFICER Problems are today of vital interest 
= a — — to every life insurance man. The 
National Underwriter takes great 
MARYLAND pleasure, therefore, in presenting to its Ce Evan ————— 











readers this new listing of responsible 
financial ins ‘tutions which are par- 
\ ticularly well equipped to render val- i 
D uable service to the life insurance man 


An Insurance 
Trust 1s Safe, 
Economical 





dealing with Life Insurance Trust and and 
ANY other Estate Problems. | Conventent 
8 ¥ IS \ sone 
| ASS . . Chartered 1836 
| Northwest. Corner \ The National Underwriter | 
i Calvert and Redwood Streets | Gi d T t C 
BALTIMORE CHICAGO ; Glrar rus ompany 


| Robertson Griswold Vice President and Trust Officer l Broad and Chestnut Streets, Philadelphia 
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COURT DECISION GIVEN 
AFFECTING AERONAUTICS 





STRUCK BY PROPELLOR TIP 


Although Man Is Killed on Ground 
Clause Limiting Liability Covers 
the Case 





Another court decision affecting aero- 
nautics was given recently by the fifth 
United States circuit court of appeals. 
The plaintiff, who was killed when an 
airplane propellor struck him as he 
passed in front of the plane, was insured 
by the Lamar Life, with the clause lim- 
iting the liability to the amount of the 
premium paid if death should result 
within two years w hile the injured was 
“participating in or as a result of the 
participation in any submarine or aero- 
nautic expedition or activity, either as a 
passenger or otherwise.” The plaintiff 
made a flight with his partner in an air- 
plane that they owned, As they landed 
the partner discovered that he could not 
shut off the motor. The plaintiff climbed 
to the ground as the plane taxied along 
towards the hangar, calling to his part- 
ner that he would get blocks to place 
against the wheels so the ship could be 
halted with the motor turning slowly. 
This he did, and as he sought to pass 
in front of one of the wings he was 
struck by the propellor tip. 

Widow's Claim Denied 


His death resulted and his widow’s 
claim as beneficiary under the insurance 
policy was denied by the company on the 
basis of the limitation clause. She 
brought suit and her attorneys argued 
that Pittman’s death was not due to “an 
aeronautic expedition or activity,” as the 
flight in which he had been engaged had 
ended and he had descended to the 
ground when he was struck by the pro- 
pellor. Judge Atwell of the federal 
court refused to accept this view and 
held that the company was liable only 
forthe amount of premiums paid, and 
this holding was sustained by the court 
of appeals. 


Gordon Soon to Go East 


J. J. Gordon, manager of the liie in- 
surance department of W. A. Alexander 
& Co. of Chicago, general agents of the 
Penn Mutual Life, who goes to New 
York to take a prominent position with 
Hart & Eubank, managers of the Aetna 
Life, will assume his new position 
March 1. Mr. Gordon was formerly in 
the life insurance business in Minnea- 
polis He is regarded as high grade 
material. 

Mr. Gordon succeeds William C. 
Cooper who has resigned to devote his 
entire time to personal production in 
the agency. Joining the Mutual Life 
of New York at Minneapolis in 1916, 
Mr. Gordon remained with the company 
until 1921, when he transferred his al- 
legiance to the Massachusetts Mutual 
Life. 

Indiana Qualification Bill Lost 

The prospect of an agents’ qualifica- 
tion law in Indiana through the present 
legislature is apparently going glimmer- 
ing. The life insurance measure has 
been indefinitely postponed and the fire 
and casualty bill is a forlorn hope. The 
compensation bill changing compensa- 
tion limits has been amended, but will 
probably pass. It is expected this will 
make necessary a material increase in 
compensation rates. 


Western Life of Chicago 


Although the exact figures have not 
been compiled, President A. J. Hereford 
estimates that the Western Life of 
Chicago wrote about $3,000,000 of busi- 
ness in 1926. The Western Life is an 
assessment association and writes mostly 
ordinary, although it does write some 
industrial. The company has not ex- 
tended its business outside of Illinois 


as yet. 








OFFICIALS GIVE VIEWS 


ON WOMEN’S INSURANCE 


MORAL HAZARD A DETRIMENT | 





Limit on Amount and Kind of Policies 
Issued to Women Still in 
Evidence 





Inasmuch as women are now more 
and more employed in occupations of all 
sorts, insurance for women has naturally 
increased. According to a recent esti- 
mate 8,000,000 women are now employed 
in the United States. As E. B. Moyer 
of the National Life, U. S. A., pointed 
out, it is illogical to insure married 
women, as the head of the house, who 
is the financial resource of the family, 
is the one to carry the protection. Most 
companies place a $2,500 limit On mar- 
ried and $5,000 on unmarried women. 
Most of the officials believe that the 
moral hazard in married women is 
greater than in men. It is also more 
difficult for a doctor to determine the 
physical condition of a woman accu- 
rately. W. O. Morris, actuary and assist- 
ant secretary of the North American Life 
of Chicago, says that there is about 25 
percent higher mortality in women from 
the ages 25 to 40 than in men. Most 
companies will not give the disability 


| 
| 


FARMERS NOW REALIZE 
LIFE INSURANCE VALUE 


TENDENCY TO IMPROVEMENT 


Poor Conditions of Banks Bring Recog- 
nition of Insurance as Good 
Investment 


Although farm conditions are about 
the same as for the last five years, there 
is a tendency to improvement from the 
life insurance standpoint. An official of 
a prominent life company said that the 
farm depression, causing many banks 


| nore 


| to fail, has made the farmer realize that | 


benefit unless there is some special rea- | 


son why the policyholder should carry 
it. 
Shows No Discrimination 

J. C. Seitz, secretary of the Security 
Life, says that his company shows no 
discrimination between men and women 
in the moral hazard. Its experience has 
been very satisfactory although it does 
not as a rule allow more than $5,000 
on a woman's policy. In case the Se- 
curity Life gets a larger policy it rein- 
sures all over the $5,000 mark. Harold 
J. Hornberger, actuary of the 
Northern Life, says that that company 
will not issue more than 
unmarried woman until she is passed 
the age of 25. 
of $5,000 if she is still unmarried. After 
a woman has reached the age of 25 the 
possibilities of her getting married are 
very slight. Mr. Hornberger does not 
feel that the mortality rate for women is 
much greater but he does feel that the 
moral hazard is worse. It is not a 
general rule that the Great Northern 
Life will write a woman unless her hus- 
band has a policy. Very seldom do they 
write a policy over $5,000. 

Term Policies Taboo 


The Peoples Life of Chicago, accord- 
ing to G. L. Lutterloh, its secretary, 
writes insurance for women on the same 
basis as men, with the exception that 
it does not write term policies or give 
total disability. Mr. Lutterloh’s com- 
pany is very strict on moral hazard but 
does not discriminate against women. 
Term insurance on women seems to be 
taboo. Drawing conclusions on the at- 
titude of various companies on life in- 
surance for women, it is safe to say 
that almost all companies will write in- 
surance on women who are employed. 
They shy at housewives. If a woman 
has an independent income, so that the 
moral hazard is small, many of the com- 
panies will extend their limit. 

The Federal Life writes insurance on 
women up to $10,000. In accepting ap- 
plications for such it is very particular 
whether the woman is capable of carry- 
ing the financial burden and whether 
there is an actual need for it. The Fed- 
eral Life does not discriminate against 
women except that it does not write a 
regular term policy for them. Accord- 
ing to L. D. Cavanaugh, vice-president 
and actuary of the Federal Life, it does 
not accept women over the age of 50, 
except in very rare cases Usually 


Then it will go the limit | 


life insurance is the best investment 
available. The poor condition of the 
banks makes it difficult for the agent 
to discount the notes they take in pay- 
ment for their insurance. But, accord- 
ing to E. S. Ashbrook, president of the 
North 
practice of taking notes for life insur- 
ance is changing and paying cash is su- 


| perseding the former system. Not as 


large policies are being written as five 
years ago, but this is due to the new 


| method of selling and not so much to 


conditions. Mr. Ashbrook said his 
field men report that the conditions are 
improving. 

Overcomes Slump With More Men 

C. L. Coyner, manager of the Mutual 
Life of New York in Chicago, said that 
the rains last year in Illinois made the 
farm business slump, but his agency has 


| overcome this by putting on more men 


Great | 


and making them work harder. Thus 
they have kept the level of their busi- 
ness about the same. Mr. Coyner went 
on to say that very few notes are com- 
ing into his office now, and if any notes 
are being taken in payment they are be- 


ing handled by the agents themselves. | 


He said that the farmer is realizing more 


| and more the value of life insurance and 


2,500 to an | 


none of the companies have reported any 
appreciable increase in lapses due to the 
farm depression. Because of the bank- 
ing conditions, it is necessary that the 


| agent be a business man more than ever. 


Mr. Coyner said that the level of busi- 
ness has been raised in the past few 


American Life of Chicago, the | 


STANDARDS IN SELLING 
ARE GREATLY IMPROVED 


“GOD BLESS YOU” DAYS GONE 
Publicity Given Life Insurance in Past 


Few Years Attracts Better Class 
of Agents 





The selling of life insurance has 
changed greatly in the last ten years. 
The days of hiring the salesman, giv- 
ing him a rate book and saying, “God 
bless you,’ have gone. Now there is 
careful selection of salesmen, 
which means less turnover and the bet- 
ter training which the men are giving 
their men has placed insurance selling 
on a higher standard. M. D. Johnson, 
general agent of the Manhattan Life in 
Chicago, says that the publicity given 
life insurance in the past few years has 
placed it on a higher level and a better 
class of men are now going into the 
business. This enables a stricter selec- 
tion and by education after selection the 


| companies are placing very high class 


men in the field. 
Realize Need for Insurance 


H. B. Keck, Chicago general agent of 
the International Life, says it is easier 
to get college men and other men into 


the business since there is more money 





years and the insurance companies are | 
getting better men, who are capable of | 
| coping with the situation. 


Although conditions are rather poor, 


according to A. E. 


Wilder, director of | 


| agencies of the Mutual Trust Life, there | 


jablv knew more 


are some farmers who are making 
monev and if the agent is careful in 
selecting his prospects he can get their 
business without any trouble. 


going to pay the premiums and be the 
beneficiary, but the company rejected 
the application because it saw that it 
was merely a speculation on the part of 
the woman and her son. The son prob- 
about his mother’s 


health on account of being a doctor than | 


a medical examination would bring to 
light. She was considered a very poor 
risk. Unless the death of a woman over 
50 years means a financial detriment to 
some surviving relative, the Federal Life 
will not insure her. 


MERCHANTS LIFE’S 
PRODUCTION CLUBS 


The Merchants Life of Des Moines 
has inaugurated a special sales club pro- 
gram for their agency organization this 
year, as follows: 

President Watts Honor Roll Club, 
membership qualifications $300,000 or 
more personal production, paid-for basis. 

$200,000 Club, 


| tion, paid-for basis. 


when a woman over 50 applies for life | 
insurance she is doing it more as a spec- | 


ulation than anything else. Mr. Cava- 


naugh cited the instance of a widow aged | 


55 who had made application for $10,- 
000. Her son, who was a doctor, was 


Century Club, 
tions $100,000 or more personal produc- 
tion, paid-for basis. 

The App-A-Week Club will be fea- 
tured again this year for fifty-two weeks 
only. 


membership qualifica- | 


than formerly and the realization of the 
need for life insurance attracts them 
now more than it used to. A. E, Wilder, 
director of agents for the Mutual Trust 
Life, says that the level of the insur- 
ance business has raised very much in 
the past few years. There are better 
men seeking positions, more money in 
the business and a general need felt for 
life insurance protection. The people 
expect the agents to know life insur- 
ance very thoroughly and to act-in an 
advisory capacity so the shyster sales- 
man is passing out of the picture. Mr. 
Wilder presented some statistics to show 
that the members of the alumni of col- 
leges engaged in the insurance business 
has increased from 1.2 percent of the 
total in 1910 to 3.1 percent of the total 
in 1925. 


COMMISSIONER HYDE 
STRICKEN WITH APOPLEXY 


_ KANSAS CITY, MO., Feb. 23.—Ben 
C. Hyde, insurance commissioner oi 
Missouri, was stricken with apoplex, 
here on Feb. 21. He was immediatelv 
removed to St. Luke’s hospital, wher« 
it was reported that he was resting easy 
Mr. Hyde is a brother of former Gov- 
ernor Arthur M. Hyde, president of the 
Sentinel Life. 

Ben C. Hyde was appointed superin- 
tendent of insurance by his brother and 
assumed office in September, 1921. Gov- 
ernor Sam Baker reappointed him upon 
the expiration of his first term and his 
confirmation will be submitted to the 
state senate at the present session of the 


| General Assembly. 


Superintendent Hyde’s tenure of office 
has been marked by numerous contro- 
versies with stock fire companies on the 
question of rates. There is now pend- 


| ing before the United States Supreme 


| Court a suit based upon Hyde’s 


10 per- 


| cent reduction order of November, 1922. 


| and lightning insurance. 
| Supreme Court sustained the order and 


tornado, hail 
The Missouri 


affecting the rates of fire, 


the companies may have to refund up- 


| wards of $10,000,000 in excess premiums 


if the United States Supreme Court 


| upholds the Missouri courts and rules 


membership qualifica- | 
tions $200,000 or more personal produc- | 


that the reduction shall date from the 
original order. 

Recently Hyde cut the tentative 
schedule of rates on workmen’s com- 
pensation insurance submitted by bv the 
National Council on Workmen’s Com- 
pensation Insurance and he has also re- 
fused to date to o. k. an increase in 
automobile insurance rates recently sub- 
mitted by the companies for his ap- 
proval. 
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INSURANCE PRESIDENT 
IS HELD NOT LIABLE |; 





COMPANY EXCEEDS CHARTER 


Reverse Decree Holding Executive Per- 
sonally Liable as Surety on Bond 


am 


He Signed 

j 

In McCarty vs. Love, Supreme Court | 
of Mississippi, 110 So. 795, an action 


was brought to recover against certain 
sureties on the bond of a bank cashier. 
Among these sureties was the Missis- 
sippi Beneficial Life, this company hav- 


ing been made a surety by the sign- 
ing of its name by J. E. Walker, its 
president. 


Under the charter power of the com- 
pany it had no right to become a surety 
on the bond. The action was therefore 
brought to hold Walker personally lia- 
ble on the bond because of his signing 
the name of his company thereto as 
surety. 

Upon the trial a decree was rendered 
holding Walker personally liable along 
with other sureties. On appeal the 
higher court in reviewing the record, 
and in reversing the judgment said: 

“An agent of a corporation entering 
into a contract for his principal cannot 
be held personally liable on the contract 
upon the ground that the act of the 
principal in executing the contract was 
ultra vires. In the execution of a con- 
tract, an agent does not warrant the au- 
thority of his principal to enter into the 
contract. The agent can be held per- 
sonally liable only upon the ground that 
he practiced fraud upon the other party 
to the contract by representing that his 
principal had authority to enter into the 
contract. 

“Parties contracting with a corpora- 
tion are presumed to be informed as to 
the powers of the corporation. An agent in 


order to be held personally liable « on the l« 

















contract, must have been guilty of bad 
faith; he must have practiced deceit; he 
must have misled the other party to the 
contract in accepting the act of his prin- 
cipal. oes 

“Reversed and judgment here for ap- 
pellants.” 


Life & Casualty of Chicago 

The Life & Casualty of Chicago wrote 
$7,008,000 of business in 1926. The 
company started writing in March last 
year. It has $100,000 capital and oper- 
ates on a legal reserve basis. The offi- 
cers are the same as those of the Mutual 
Casualty, which has been in operation 
for four years. They are as follows: 
L. H. Branch, president; J. W. Kern, 
vice-president; L. D. Kern, secretary- 
treasurer, The Life & Casualty writes 
nonparticipating policies in Illinois, ac- 
cording to Vice-president M. A. Kern, 
who is also agency manager. The company 
is planning to extend to Wisconsin and 
Kentucky in the near future. P. R. 
Ivens was the leading producer for the 
company last year, he wrote $488,000. 


Combine on Broadcasting Program 


Che insurance 
will soon 
offer a 
lravelers 
under the 
Chamber of 


companies of Hartford 
combine and as one unit 
broadcasting program at the 
station WTIC—this being 
auspices of the Hartford 
Commerce. 


Richardson Made Supervisor 


J. G. Richardson of Conway, Ark., 
been appointed supervisor by the Pan- 
\merican Life. He has had extensive 
business training in banking and insur 
a. His headquarters will be at Mem 
phis. 


has 


Scott Heads Agency Club 


Tom M. Scott of McKinney, 
becomes preside nt of the Central 
Life Agency Club by having the highest 
premium account. Glenn J. Hudson of 
Oakland, Cal., is vice-president of the 
lub. 


Tex.., 


States 


TREND TO LOWER AGE 
FOR CHILD INSURANCE 


LIMIT AND AMOUNT VARIES 





Educational Endowment Policies Popu- 
lar with Premium Waiver on Death 
or Disability of Father 


here 


children’s policies. The 
point on these policies is 
the educational 20-year en 
The age at which the com- 
panies will write children’s insurance 
varies, some will write it at birth, 
ers one year or older. In all cases there 


limit on 
talking 


age 

main 
iound in 
dowment. 


ot h 


| ples Life of Chicago, says that his com- 


pany places its total disability on poli- 
cies issued at the age of 15, but not be- 
fore. He says that the chief value of 
child insurance is an endowment policy 
which enables the father to provide for 
the child’s education. Some of these 
policies carry premium waiver in case of 
the father’s death and some a premium 


| waiver on total disability of the father. 


has been a tendency with many | 
| companies in recent years to lower the 


is a graded death penalty until the child | 


which varies 
The limit 


reaches 10 years or older, 
with the different companies. 


Although there is no special demand for 
child insurance, it is placed on the mar- 
ket for the purpose of extending the field 
more than anything else. Most of the 
companies have introduced child insur- 
merely in order to meet competi- 
tion and not because they felt any ex- 
pressed demand for it. 


OCCIDENTAL LIFE 
SHOWS SPLENDID YEAR 


ance 


rhe annual statement of the Occiden- 
tal Life of Los Angeles shows assets 


| $13,585,653 as compared with $11,787,- 


and amount that will be written for a | 
child also varies with the different com- 
panies, 

rhe Great Northern Life, according 
to H. J. Hornberger, actuary, will write 
a policy for $1,000 at age 1; it will add 
$1,000 each year after that but in no 
case over $5,000 total until the child has 


reached the age of 15. J. C. Seitz, sec 
retary of the Security Life, says that his 
company will write a three-month-old 
child on a $1,000 limit with no disability 
clause. 

Ne Disability Clause 
Mutual Trust Life places a limit 
months at $500 and a year at 
2 to 9, $3,000. Many of the 
companies not carry the disability 
on child insurance. In some 

added later. W. O 
and assistant secretary 


The 
or SIX 
$1,000; ages 
do 
clause cases 
thev have to be 
Morris, actuary 
~ the North 
company finds it satisfactory 
disability clause in the policy 
provision that it goes into ei 
the ] 15 years of age. 


fect when child is 
G. L. Lutterloh, secretary of the Peo 


‘ 
says that 
to a uta 
h the 
t 


American Life of Chicago, 


888 the vear previous. The capital 1s 
$350,000 and the net surplus $222,505. 
The assigned surplus is $128,079 and 
policvholders’ surplus $700,584. The 
new business is $16,646,914, insurance in 
$102,776,729. The life premium 
$3,024,884, accident income 
The total income amounts to 
Robert J]. Giles, the secre- 
tary and general manager, is the main 
insurance factor in the eompany. The 
Occidental Life now has over $100,000,- 
000 insurance im torce acquired 
much momentum. 


1orce 
income 15S 
$254,632 

$4,285,853 


and has 


Byrle J. Osborn Resigns 


Byrle J. Osborn of Minneapolis, 
agency supervisor for White & Odell, 
Minnesota agents for the Northwestern 
National Life resigned. Mr. Os- 
born has taken a leading part in civic 
affairs in Minneapolis, having been a 
member of the Boy Scout court of 
honor, chairman of the Red Cross roll 
call in Hennepin county, and an official 
| of the American Legion. He has made 
|} no plans for the future. 


has 
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279 Newspaper Reports 


Give just that number of deaths due to Carbon Monoxide Gas Poisoning for the 
six months ending December 31, 
From Maine to California and Minnesota to Texas, 
by the John Hancock Mutual Life Insurance Company, in connection with its warn- 
my ing to the Public. 


these reports were received 











= Deaths from this cause is no respecter of localities, and cold weather increases 

Px the danger. Look at the record: 
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spread the information. 

of Booklet describing the danger mailed to any underwriter interested. Apply to In- 
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There are many stones in the unfinished 
structure of civilization, but thrift is its 
cornerstone. 

Thrift is only a short name for the sys- 
tematic accumulation of wealth. 

Until mankind first accumulated 
something beyond that necessary to 
sustain life, knowledge and progress 

were impossible. But Thrift, 
through the creation of wealth, 
opened the paths to knowledge 
and thereby led to progress. 

Life Insurance is the great 
exponent of Thrift. It makes 
saving cooperative and adds 
to it the virtue of system. 

This is its paramount 
public service. 
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INSURANCE CO. OF NEW YORK 











Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


Operating in the States of 
Texas and Oklahoma, the 
Home Office is able to render 
a type of personal service to 
Agents that is unbeatable. 
Writing all modern policy 
forms, the Company offers 
choice territory to Agents of 
ability. 


Our records show that policies 
were issued on 79% of the ap- 
plications during 1925 within 
three days after reaching the 
home office. 





HOME OFFICE 
FP. & M. BANK BUILDING 


Southern Union Life 
OF 


FORT WORTH, TEXAS 


J. L. Mistrot Tom Poynor 
President Vice-President 
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| INSURANCE STUDENTS 
| RECEIVE HIGH GRADES 





MANY AGENTS TAKE COURSE 


Union Central Life Finds Its Corre- 
spondence Plan Is Meeting with 
Hearty Response 


Nearly 100 agents of the Union Cen- 
tral Life have completed the company’s 
correspondence course, in life insurance 
fundamentals, which was instituted last 
May. Albert E. Chamberlain, agent at 
Lynchburg, Va., was the first graduate 
in the course. 

Unusually high grades have charac- 
terized the work of those who have 
taken the course in spite of the fact that 
some of the questions asked on quizzes 
have been of a highly technical nature. 
The grade of 70 was set in the begin- 
ning as the lowest passing mark. 
Eighty-three percent of the graduates 
have completed the course in 12 lessons 
with an average above the grade of 90. 
The highest marks were made by: An- 
thony Piston, Boston, 99.5; George L. 
Sauer, Indianapolis, 99.2; Clyde E. 
Decker, Clinton, Me., 98.8. 

More than 450 agents are now enrolled 
in the course. 


OPENS DIVISIONAL OFFICE 


Sun Life to Cover Tri-State Region 
From Evansville, and Appoints 
W. Atteberry Manager 


EVANSVILLE. IND., Feb. 24.—The 
Sun Life of Canada has opened a divi- 
sional office for the tri-state region in 
the fourth story of the Cleveland Life 
building here, with W. H. Atteberry 
as manager, and J. B. Walker as di- 
vision secretary. 

Mr. Atterberry is a native of Fairfield, 
Ill., where for 10 years he was cashier 
of the First National Bank. In 1907 
he resigned to take up life insurance 
for the Equitable Life of New York, 
later becoming manager of the state 
agency at Decatur, Ill. He is 39 years 
old. 

Mr. Walker is an experienced repre- 
sentative and insurance man from the 
Sun Life headquarters at Montreal. Both 
men will establish their families here 

Miss Anna White, formerly with the 
Cleveland Life: Miss Anna Matthews, 
formerly in the insurance business at 
Fairfield, Il, and Miss Gullick will com- 
prise the office force in the new office 





Brady Bartlett 


Brady Bartlett of Dallas has been ap- 
pointed one of the state managers of the 
Lamar Life in Texas becoming a part- 
ner with J. Y. Webb. The firm name is 
Webb & Bartlett. 


Roy B. Nelson Promoted 


Roy B. Nelson, who had been con- 
nected with the home office organiza- 
tion of the Lamar Life of Jackson, 
Miss., has been appointed agency or- 
ganizer. For some time he will contine 
his work to Mississippi 


Connecticut General's Year 


The Connecticut General Life in its 
new statement shows new business for 
last year $232,245,965, insurance in force, 
£849,803,817, life department income 
$26,058,846, accident department income 
$2,029,446, total income $28,088,492, as 
sets $86,602,009, surplus $9,292,159. The 
company showed gains all along the 
pinie 


New Hawkeye Life Directors 


All officers were reelected at the an 
nual meeting of the Hawkeye Life of 
Des Moines A. H. Blank and kK, ¢ 
Mowry were named as new directors of 
the board 
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IMPORTANCE OF LIFE 
INSURANCE STRESSED 


RELEASE NEW OHIO BOOKLET 





Life Underwriters, Trust Companies 
and Chamber of Commerce Coop- 
erate on 50,000 Edition 





CLEVELAND, Feb. 24.—The Cleve- 
land Chamber of Commerce today re- 
leased an initial edition of 50,000 copies 
of a booklet entitled “Your Money and 
Your Life,” a 16-page booklet devoted 
to the importance of life insurance as a 
creator of wealth in a community, and 
the advantafe of an adequate trust 
arrangement as a conserving factor. 

The booklet, which was written by 
William Ganson Rose, financial adver- 
tising counsellor, is the direct result of 
cooperation begun more than a year 
ago between trust companies and un- 
derwriters of Cleveland under the ban- 
ner of the chamber of commerce. It 
is planned to place the booklet in the 
hands of all Cleveland residents owning 
estates of consequence. 

Issued as the booklet is by the cham- 
ber of commerce, it is felt that the 
endorsement given life insurance will be 
a considerable factor in increasing the 
average policy in the Cleveland district. 


Dr. W. B. Aten Promoted 


Dr. W. B. Aten has been appointed 
medical director of the Security Mutual 
Life of Lincoln, Neb., to succeed the 
late Dr. R. L. Lounsberry. Dr. Aten 
has been assistant medical director. 


Day Basketball Official 

Newell C. Day, agency manager of 
the Equitable Life of lowa at Balti 
more, was chosen to officiate at the 
Army-Navy basketball game played at 
Annapolis Feb. 19. 

In Service 35 Years 

P. H. Johnston of Youngstown, O.., 
has celebrated his 25th year of con 
tinuous service with the Equitable 
Life of Iowa. He is the dean of its field 
force. He became general agent Feb. 2, 
1892, at Youngstown. On June 10, 1914. 
he established the partnership of John- 
stone & Stone, as general agents, which 
continued until April 19, 1915. Mr 
Johnston directed the Youngstown 
agency until Jan. 1, 1917, when Howard 
Weitzman became his partner. This 
continued until Dec. 27, 1922, when Mr 
Johnston gave up organization duties 
and decided to give all his time to per- 
sonal production, 

F. E. Lykes & Co. 

The Merchants Life has opened up 
the state of North Carolina with F. E 
Lykes & Co. as general agent for the 
state with M. Alva Powell directly in 
charge as assistant general agent. Mr 
Powell was formerly of Houston, Tex 


Prairie Life Case Postponed 


Trial of the suit of T. W. Blackburn 
against officials of the Prairie Life of 
Omah, in which he seeks to be retained 
as general counsel and one of the officers 
of the company, was postponed to March 


To Have Separate Office 


Representative Weiss hes introduced 
house bil! 925 in West Virginia lees 
lature, which creates a sepaarte office 
of imsurance commissioner It is now 
tied up with the state auditor \ salary 
of $6,000 a vear is provided in the bill 


Insurable Interest— Held that two pet 
sons may take out a policy of joint im 
urance payable to survivor when they 
are jointly involved in sundry real estate 
ventures and where cach was bound to 
pay the obligations of both Interna 
tional Life vs. Carroll, U. S. C. C. A, 
éth Cir, 
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VARIED OPINION VOICED | Prudential Artist Wins 


AS TO DIVIDEND RULING | 


Some Cite Handicaps to Check on 
Announcements of New 


Schedules | 


| 


BENEFIT SEEN BY OTHERS 





Expression of One Office Is that it is 
Unnecessary Controversy as Time 
Would Check Trouble 





ithe Harvard 


Considerable dissatisfaction has been 
expressed over the application of Super- 
tendent Beha’s ruling that companies op- 
erating in New York could not publish 
a dividend schedule prior to 30 days 
before the effective date of the schedule. 
This ruling chiefly hit the large eastern 
companies for the first time in Decem- 
ber, 1926. The announcements of the 
1927 dividend schedules could not be 
made prior to Dec. 1. In conformity 
with this ruling, all of the companies 
held information as to their new divi- 
dend schedules until the date set by 
the commissioner, but there has been 
considerable discussion as to the benefit 
of the new plan. 

Opinion Is Divided 


Opinion is somewhat divided among 
the companies on the question, as some 
still feel that the withholding of an- 
nouncements to the limit described by 
Mr. Beha has been very beneficial to 
the business as a whole. It is pointed 
out by some that the old system of un- 
checked announcements resulted in 
somewhat of a competition for the 
priority of publication of new dividend 
schedules. Each year the companies 
were competing for first place as to the 
time of announcement and it was gradu- 
ally developing into an announcement a | 
full year ahead of the effective date. For | 
business reasons each company sought 
to be the first in the field with the new 
announcement, as the men in the field 
thought it to their advantage to be able | 
to be the first to quote new reduced net 
costs. 


Would Extend Time 


Some offices feel that some check is | 
essential and that the companies should | 
not be permitted to make announce- 
ments of new schedules nine months or 
a year prior to the effective date, but | 
that the 30-day limit is far too strin- 
gent. As one factor in this, the matter 
of sending out premium notices has | 
been cited by some. Some offices send 
out premium notices at least 45 days in | 
advance of the due date of the premium | 
and the withholding of the announce- | 
ment of the new schedule, as required 
by the departmental ruling, thus holds | 
up the sending out of the premium no- | 

| 


tices. Thus some offices would approve 
a change in the 30-day limit to some 
such limit as 90 days, or perhaps a pos- 

It is agreed that | 
than six months | 


sibility of six months. 
announcement more 
prior to the effective date verges into | 
the competitive range and these are | 
the cases which the department really | 
sought to check. 


Belleved Unnecessary Debate 


The opinion is expressed by some that 
this entire matter is somewhat over em- 
phasized and that it would not even have | 
required a ruling by the insurance de- | 
partment to handle it. It is felt that | 
this is one of the details of home office 
management that would take care of 
itself in time, as a change in the trend 
of net cost would immediately rectify the 
situation. As long as net cost is con- 
stantly reducing year by year and in- 
creased dividend schedules are an an- 
nual occurrence, there might be a ten- 


| fore enrolling 


| life insurance business received 
| what of a check in development during 


Harvard Advertising 
Prize on Illustration 


HEN E. Stanley Turnbull, staff 

artist at the home office of the Pru- 
dential in Newark, prepared an illus- 
tration for a display advertisement early 
in 1926 his drawing was what he has 
since been placed to call “part of the 
day’s work.” 

This same work of art, which appeared 
in several national magazines and pro- 
voked favorable comment at the time 
of its publication, recently was selected 
by the Bok advertising award jury as 
the finest example of the year in the 
pictorial illustration of advertising text. 
The award, announced at a dinner of 
Business School, was a 
check for $1,000 and a certificate of 
honor. 

“The misery of an old man is of in- 
terest to nobody” was the title of the 
drawing. It depicts a feeble old man, 
leaning on two canes and _ hobbling 
painfully across a desolate expanse—a 
powerful sermon on the necessity for 
old age endowment life insurance. It 
is a picture from real life, for Mr. Turn- 
bull’s model was an old man who ekes 
out a precarious living through the sale 
of books in the art centers of New York. 

Mr. Turnbull is a Canadian and be- 
with the Prudential he 
achieved considerable fame in Ottawa as 
a portrait painter. The prize picture is 
one of several striking drawings he has 
made since coming to the States. 


dency to competition in the priority of 
announcement. With a check in the 
business, however, a different situation 
is encountered. If no change in divi- 
dends is to be made, there is no incen- 
tive to make the announcement. Even 
more important, if there should be a 
reduction in the dividend schedule, the 
companies would definitely hesitate to 
make the announcement and would wait 
until the last possible moment. As the 
some- 


1926, the first instance of this kind can 
be seen. Many of the companies an- 
nounced a continuance of the same 
schedule for 1927 and in these cases 
there was no particular demand for 
priority of announcement. In the pro- 


| mulgation of a new reduced net cost, an 


even greater hesitancy would be shown 
and thus take care of the entire prob- 
lem of its own accord. Thus this mat- 
ter is only a temporary problem. 


Miss Allbright Promoted 


Miss Lucille M. Allbright of the home 
office staff of the Security Mutual of 
Lincoln, Neb., has been appointed as- 
sistant actuary. She is one of the few 
women actuaries of the country 


Life Notes 


Carter, 








William H general agent at 


| Los Angeles, of the Central Life of Des 
| Moines, is on an extended trip east 


hav- 
ing left Feb. 11 on a visit to the home 
office of his company. 

Levi J. Regan, retired superintendent 


} of the Metropolitan Life's Pittsburgh 
South branch, who was prominently 
known in insurance circles of the dis- 


trict, died last week at his home in 
Brentwood, a suburb of Pittsburgh. Mr 
Regan was at one time president of 
the Brentwood council. 
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Nineteenth Annual Statement 
January 1, 1927 


ASSETS 
Parke DEE BR, 6 oc006008008000easnes $7,101,855.41 
Liberty and Municipal Bonds (market value). 361,439.14 
ie es Oe eo Cedecdke ba ba laaenee 999,017.36 
LAGS 6p Pein cccace rescenececessee 758,890.34 
Due and Accrued Interest and Rents.......... 160,253.75 
Due and Deferred Premiums................. 303,591.88 
Premium Notes and Other Assets............. 226,452.34 
ee ee ee ee ere eee 32,058.78 
DE BRE ines ch cecvecuvedaete’ $9,943,559.00 
LIABILITIES 

ee SE oe wae ceeaee en $7 481,033.17 
Dividends left to Accumulate................ 735,785.25 
Premiums and Interest Paid in Advance...... 36,037.45 
Tames and Ctner LABDIOBs oc ccccccccccenece 188,020.67 

Special Fund for Dividends to be paid Policy- 
a“ RRR SEheRE ees 345,824.58 

SLE accaseccnecenedesced $500,000.00 

SOUR SE t:tenkehehenss sae cenes 656,857.88 
Surplus to Policyholders ...........sseeeeess 1,156,857.88 
pe en, ee eee $9,943,559.00 





Total Payments to Policyholders Surplus to Policyholders 


$5,311,244.27 $1,156,857.88 
Saved for Policyholders Dividends to Policyholders 
$9,943,559.00 in 1926 
? 
Total Dividends to Policyholders $452,700.49 , 
$2.153,372.60 Death Losses Paid in 1926 
ened Binet Bee Pai $479,203.73 
—_ $1 78291887" aid Premium Income in 1926 
tis cea inal $3,025,159.04 
Insurance on Policyholders’ lives Insurance written in 1926 
$90,782,983.00 $20,756,797.00 
Record of Recent Gains 
Close af Insurance in Admitted Sarplus to 
Year Force Assets Policy holders 
1924 $72,296,914.00 $6,627,709.33 $1,014,024.29 


1925 $80,435,382.00 $8,268,748.23 $1,094,052.50 
1926 $90,782,983.00 $9,943,559.00 $1,156,857.88 


The Columbus Mutual Life Insurance Company 


Distributes more in dividends to policyholders than it pays 
in death losses. 
Furnishes insurance at an unusually low cost. 











Do your fellow agent a good turn—get him ac- 
quainted with The National Underwriter, the real 
insurance newspaper. 











THE SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, PRESIDENT 


WITH 
EE A I ITA A Over Fifty Million 
Dt hint shubaudbbbschanezakeaaeidaaakeh oaneee Over Six Million 
AND THAT HAS 
Paid Policyholders since organization. .................. 6.6.55. Five Million 


WANTS—General Agents and Managers in 17 states 
Contract—Commissions or commissions and expense allowance 


Address S. W. GOSS, Vice-President, 134 N. La Salle St., Chicago, IIL 
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Lengthening Span of Life 


Human life has lengthened from 22 


years in the middle ages to 58 years to- 
day but it is the conviction of the in- 
surance department of the CHAMBER OF 
Commerce of the United States that it 
can be made even longer by cooperative 
effort, with great possibilities for the 
nation involved. 

“While during recent years the span 
of human life has been increasing appre- 
ciably,” it says in its first bulletin on 
the subject, “so that the national life 
expectancy is now more than 58 years 
as compared with less than 50 years at 
the beginning of this century, most of 
the increase is directly attributable to 
the excellent results which have been 
secured in reducing infant and child 


mortality. Life expectancy for citizens 


40 years of age and over has not been 
increased proportionately. A number 


of so-called degenerative diseases which | 
are found among middle aged and older 


people are becoming more prevalent and 
are causing more deaths than in former 
years. The earning power of many men 
is at a maximum after they have reached | 
the age of 40 and a vast loss results 
when they die prematurely. 

“If American lives, on the average, 
have increased in length from the 
twenty-two years of the middle ages 
and the forty years of 1850 to the 58 
years of today, it would seem possible 
to continue the advance to the 62 years 


of New Zealand and then to the 65} 


years which authorities say is eventu- 
ally possible.” 


Life Insurance Completion Bonds 


Many buildings being erected arrange 
for surety companies to write comple- 
tion bonds guaranteeing that the work 
will be completed and the structure 
ready for occupancy according to speci- 
fications and without liens. Taking his 
cue from this process, Witttam Bray of 
the San Francisco general agency of 
the Mutvat Benerit Lire draws an in- 
teresting analogy in connection with life 
insurance: 

“Modern require 


business methods 


that builders, contractors and subcon- 
tractors furnish completion bonds. 

“A family does not, perhaps cannot, 
force their ‘builder’ to furnish a com- 
pletion bond in building his, and their, 
estate. 

“But, as a builder, would it not give 
you considerable satisfaction voluntarily 
to furnish such a bond? 

“Such bonds are issued to estate 
builders by the institution of life insur- 
ance.” 


Taking More Conservative View 


Lire insurance company officials for 
the most part are inclined to take a 
more conservative view of methods and 
practices to be followed. There has been 
an attempt from time to time to subject 
life insurance production to a terrific 
strain. We have gotten far afield from 
the so-called orthodox or conventional 
paths. In order to stimulate life insur- 
ance to the largest possible production, 
various schemes have been resorted to. 
Some of these in time may be so modi- 
fied as to be of service to policyholders 
All of them have advantageous points. 

The feature that is undoubtedly the 
most menacing is the fact that some 
companies feel that it is necessary for 
them to resort to extreme methods in 


order to keep up a record of production. 
This is done without regard to the ef- 
fect on the financial ability of the com- 
pany. Some officials seem to be over- 
powered with the desire to make a 
showing largely on production lines. 
When life companies pass the point of 
natural production they are forced to 
use stimulants of all kinds. Then comes 
the danger. When agents are driven be- 
yond the normal power of production, 
the business they offer is far from sat- 
Recently a number of officials 
have publicly declared themselves in 
favor of a return to more natural chan- 
nels. We believe that this is a good sign 
of the times and that conservative think- 
ing will prevail. 


isfactory. 


Quit at the Wrong Time 


Frequent.y a man will acknowledge 
defeat when a little more effort would 
have achieved the goa! that he sought 
Many men quit just at the turn in the 


road. A little more persistence and ef- 
fort would have won the day. A man 
should never weaken or falter at a time 


like this 





| 
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PERSONAL GLIMPSES OF LIF E UNDERWRITERS 











Walter H. Boettcher, general agent 
at Des Moines for the Central Life of 
Iowa, and head of the Des Moines 
agency, which is known as the “Tall 
Corn” agency, died there this week of 
septic poisoning, following a brief ill- 
ness. He was 49 years of age. 


Vice-President William J. Graham, 


head of the ‘group division of the Equita- | 
| ble Life of New York, 


is making an 
extensive business tour of California and 


the Pacific Coast territory of the com- | 


pany. His return to the home office 
is not expected for four or five weeks. 


James A. Moriarity of Hartford, Conn., 
father of Vice-President John J. Mor- 


| iarity of the Missouri State Life, died a 


He leaves five sons of 
is the oldest, and one 
Moriarity 


few days ago. 
which John J. 
daughter. Vice-President 
was on his way to his father’s 
when the news of his death reached him. 


Darwin P. Kingsley, president of the 
New York Life, accompanied by Mrs. 
Kingsley and their daughter, Miss Lois 
Kingsley, is spending the winter in Pas- 
adena, Cal. 


Lawrence Maxwell, 
attorney and a member of the law firm 
of Maxwell & Ramsey, general coun- 
sel for the Union Central Life, died at 
his home Feb. 18, following an illness of 
several months. He was 73 years old. 

Mr. Maxwell attained wide note not 
only as an insurance lawyer, but as 
counsel for railroads and other corpora- 
tions, and as a lecturer in universities 
and before the public on legal subjects. 
Among the famous cases which he hand- 
led during his career was the defense 


bedside | 


’ 

ae st 

noted Cincinnati 
} 

i 

' 





of John Patterson of the National Cash 
Register Company, which he carried 
through to a successful conclusion. He 
took up the practice of law in Cincin- 
nati and attained such success that in 
1893 he was appointed solicitor general 
of the United States, holding that posi- 





tion for two years. 
Nathan P. Hull, 

Grange Life of Lansing, Mich., was 

chosen by Governor Fred W. Green to 


president of the 


| 
| 
j 
serve on the state fair board. | 
| 


Great Republic Life, died there very 
suddenly last Friday. A heart attack 
was the cause. He had been connected 
with the Great Republic Life since Oc- 
tober, 1919, and was well known in life 
insurance circles in Texas. Formerly 
he was vice-president of the Southland 
Life of Dallas. Burial was at Waco, 
Tex., Feb. 22. 

J. C. Maginnis, president of the Eu- 
reka-Maryland Assurance, whose wed- 
ding to Miss Adelaide M. Clark occurred 
Jan. 22, is spending his honeymoon in 
Los Angeles. 

T. G. McConkey, general manager of 
the Canada Life, has left for an ex- 
tended cruise of the Mediterranean. 


ohn J. King, vice-president of the 
Hooper-Holmes Bureau of New York 
City, was in Chicago for several days 
last week. 


C. P. Rockwell is appointed and has 
qualified as actuary and examiner of the 
South Carolina insurance department by 
John J. McMahan, commissioner. Mr. 
Rockwell is well fitted for his new po- 
sition, having had four years’ depart- 
mental experience in addition to four 
years’ actuarial experience with private 
companies, 


William L. Lundy, Toronto represen- | 


tative of the Great West Life for the 


’ : | the Fidelity Mutual Life at St. 
J. R. Railey, manager of the south- | 
western department at Dallas of the | 


| tual Life, 
| next month. 
| Loeb, will go abroad in July after Mr. 


past tem years, died last week at the 
age of 65. He entered the insurance 
business in Buffalo in 1895. He was 
associated with the Equitable Life for 
several years, after which he became 
assistant manager of the New York 
Life and later joined the Mutual Life 
staff as district manager, with head- 
quarters in Hamilton, Ont. Burial was 
at Niagara Falls, Ont., where Mr. Lundy 
was born, 


I. A. Morrissett, vice-president and 
general manager of the Gem City Life, 
is on a business trip through the east 
and south. He will visit Washington, 
| D. C., and will spend some time in At- 

lanta and New Orleans. 


Mr. and Mrs. William A. Watts are 
spending their annual vacation in Calif- 
ornia. Mr. Watts is president of the 
Merchants Life of Des Moines. In his 
absence, Vice-president Norton is guid- 
ing the company’s affairs. 





Alexander T. Maclean, who was re- 
cently elected actuary of the Massachu- 
setts Mutual Life, being promoted from 
the position of associate actuary, is a 
Scotchman by birth, being another of the 


| famous actuaries that have sprung from 


that country. He came to the United 
States in 1909 as assistant actuary of 
the Home Life. He went with the 
Massachusetts Mutual in a similar ca- 
pacity in September, 1916, being made 
associate actuary in April, 1922. He was 
admitted as a fellow of the Faculty of 
Actuaries in 1908 He became a fellow 
of the Actuarial Society of America and 
is now a member of the council of that 
body. He has served as examiner for 
both association and fellowship exam- 
inations. He is a fellow in the American 
Institute of Actuaries. Maclean is 
regarded as a man of superior ability. 
The St. Louis Life Underwriters As- 
sociation has passed commendatory res- 
olutions in tribute to James M. Blood- 
worth, who has been in life insurance 
work there for many years and is a past 


| president of the association. He in- 
| tends soon to leave for Los Angeles to 


make his future home. The resolution 
states that Mr. Bloodworth has always 
stood for the very best in life under- 
writing. 

Mr. Bloodworth has been manager of 
Louis. 
He has been offered the managership of 
the company’s ofhce in Los Angeles. 

Charles B. Stumes of Stumes & Loeb, 
Chicago general agents of the Penn Mu- 
will leave on a trip abroad 
His partner, Arthur A. 


Stumes has returned. 

Many life insurance agents have gone 
into politics, national, state and local 
but few have achieved such remarkable 
success over a period of time as E. 
Bodenheimer of Shreveport, La., who 
has now served six successive terms as 
mayor of South Highlands, a prosper- 
ous suburb of 4,000 population. 

When South Highlands was _ incor- 
porated a decade ago, Mr. Bodenheimer 
was chosen as its first mayor. The term 
was for two years. He made good. The 
citizens appreciated his community in- 
terest, his civic pride, his leadership in 
the enforcement of law, and in the en- 
couragement of municipal advancement, 
always having foremost in his thoughts 
the happiness of his constituents. No- 
hody thought of opposing him and none 
of the citizens had anybody else in mind 
for the office. For five consecutive terms 
he has been re-elected and during all 
those years only five ballots have been 
| voted against him. 

Mr. Bodenheimer has been an agent 

for the Union Central Life since 1916 
and has been a steady and consistent 
producer of business for the New Or- 
j leans agency 
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| LIFE AGENCY CHANGES 


SOUTHERN UNION CHANGES 

















Announce Number of Appointments— 
R. F. Poynor, Oklahoma Manager, 
Goes to the Home Office 





The Southern Union Life of Fort 
Worth, Tex., announces the following 
appointments and changes: 

R. F. Poynor, formerly state manager 
of Oklahoma, goes to the home office as 
agency secretary. 

C. E. O'Brien, formerly assistant 
agency manager, is made state manager 
of Oklahoma, 303-4 Tradesmen’s Na- 
tional Bank building, Oklahoma City, 
with D. W. Hudson as agency organ- 
izer and Pat Poynor as supervisor. Mr. 
Hudson has been with the company as a 
solicitor for the past year and was for- 
merly with the Farmers National Life. 
Mr. Poynor is from the home office. 

L. T. (Buck) Lewis is made manager 
of a group of central Texas counties 
with headquarters in the Southern 
Union Life building, Waco, Tex. Mr. 
Lewis has been in the insurance busi- 
ness in connection with his duties as 
cashier of one of the leading banks of 
Milam county at Cameron, Tex. Mr. 
Lewis prefers life insurance to banking 
after 13% years successful experience as 
a banker. 

W. A. Fosdick is appointed manager 
of the Dallas office and R. H. Knoohui- 
zen general agent at Plainview, Tex. 





Verne J. Padgett 


Will S. Reeve. Detroit general agent 
for the Union Central Life, announces 
the appointment of Verne J. Padgett as 
district manager at Lansing, Mich., with 
supervision over the counties of Ing- 
ham, Clinton, Shiawassee, Livingston 
and Oakland. Mr. Padgett was formerly 
manager in Michigan for the Wisconsin 
National Life, and previous to that he 
served several years as an officer of 
the Michigan Mortgage Investment 
Company. 





Reliance Life Appointments 

George W. Frederick has been pro- 
moted to supervisor at Los Angeles by 
the Reliance Life. Robert J. Bullard 
will be the new supervisor at Oklahoma 
City for the same company. Both Mr. 
Frederick and Mr. Bullard have been 
agency organizers in the inter-mountain 
department of the company. These men 
have won their advancements by hard 
work and a profound sense of loyalty. 











Che officials are predicting an outstand- 


ing success for them. 





. J. H. Langhorne 

J. H. Langhorne, formerly of Hen- 
lerson, Tex., has been appointed general 
agent for Arkansas for the United Fi- 
delity Life of Dallas, and will maintain 
offices in Little Rock. This is a further 
branching out of this company, which re- 
cently opened offices in Los Angeles. 





Arthur Fisher Company 


The Pan-American Life announces | 


that the Arthur Fisher Company of 
\leveland, O., has been appointed gen- 


eral agent. It has conducted a general | 


nsurance business. Recently it decided 


o expand and include a life department. | 


\. T. McKinley has been appointed to 
take charge of the life department 


Register Life Appointments 
Che Best Insurance Agency Company 
Cleveland, has been appointed gen- 
ral agent for the Register Life of Dav- 


enport. The company also has a new | 


veneral agent at Belleville, Ill, in ¢ 
Edward Barnett. 


W. DeL. Love 


William Del Love, formerly asso 


ited with the Foster Witt general | 
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A Chance to Grow 


The Lincoln National Life Insurance Com- 
pany has millions of dollars of insurance in force 
in West Virginia. The volume is growing and 
the Company is known in every part of the State. 


There are several agency opportunities now 
open in West Virginia. 


You can gain a chance now to grow with 
the West Virginia organization in 


Clarksburg 
Elkins 
Parkersburg 
Wheeling 
Fairmont 
Martinsburg 
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The 


Lincoln National Life 
Insurance Company 


‘Its Name Indicates Its Character”’ 


Lincoln Life Bldg. Fort Wayne, Ind. 


More Than $460,000,000 in Force 
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1254 McKnight Bldg. 
Minn. 


Minneapolis, 


OUR FRIENDS 


YOUR PROSPECTS 


When you join the Field Force 
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NOW 
IN 


OVER FOUR 


MILLION 
PREMIUM 


by 


The PROVIDENT 
LIFE AND ACCIDENT INSURANCE COMPANY 


of Chattanooga, Tennessee 


MARK 


INCOME 
Big Gain Registered in 1926 
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Policy loans 
Real estate, 
office buildin 





including home 


Thirty-Ninth Annual Statement 
Dec. 31, 1926 


i lal Assets Liabilities 
ih Bh DON, cc ncoccessact $139,295.02 : . 

i Bonds (Market waluc)...... 542,510.84 Premium TTY secesens 

First Mortgages on real Claim reserve .c.cccsccces 

ee. CState «2... ee eeeeeeeeenes 962,47 1.6 Life department reserves. . 

llat eral loans seecsoneeses 70,255. Reserve for commissions .. 


Tililll 326/800.7 ss 
: Reserve for taxes........ 


. 803,284.65 


Reserve interest paid in ad- 


$ 540,958.82 
255,496.00 
1,444,087.91 
87,058.22 
60,600.07 








Accident and C2 yrermi- 
— eS ae prem otteaine i stbhanuincdaude: 8,994.13 
owes Recap iboats egnciiens 887,145.94 Accounts due and accrued. 9,913.00 
f Life premiums in course of Miscellaneous reserves ... 1,819.29 
, collection «-..++-.e+++e0s 116,097.68 Contingent reserve ....... 122,162.15 
nterest accrued .. 30,409.16 * 
) Re-insurance due from other Capital and Surplus ... 850,000.00 
; SN I re 2,818.58 
$3,381,089.59 $3,381,089.59 
Significant Facts 
os. oon caulinneeeekeeeseenneeheat $.4,003,945.81 
Gates Gee SOD GROOEED oon ccc ccccccccccccssocese 872,112.04 
Eo. cose ecenehssesecen genes 27,638,891.00 
eee nn Ge TD GRUMIRG. 2.0.0 0 oc cccccccccscsousecs . 2,853,929.00 
i eae lili bm ailee 640,616.44 
ae oa aes ei eens 540,616.44 
Surplus and reserves to policyholders ............. 3,223,075.48 
Number of claims paid im 1926.................... 54, 
Amount paid out in claims in 1926.................. 1,710,798.61 
Amount paid out in claims since organization...... 9,267,296.95 

















of the Connecticut Mutual in 


agency 
Richmond, Va., has been appointed gen- 
eral agent for the same company at 
Stamford, Conn. It is understood that 


he plans to enter upon his new duties 
there March 1. Mr. Love recently re- 
signed his connection in Richmond. He 
was in the home office for several years 
before going to Richmond. He produced 


$600,000 of business for the Witt agency 
last year. 


W. R. Wilkinson 
W. R. Wilkinson has been made 
supervisor for the Equitable of Iowa. 
He joined the company staff in 1923, 
and since then has worked in the service 
department. 


held 
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GIVES DINNER FOR WRIGHT 


| HAD GOOD 


Paul F. Clark Honors Associate who | 


Retires to Become Boston General 
Agent of Penn Mutual 


Paul F. Clark, head of the Paul F. 
Clark general agency of the John Han- 
cock Mutual Life, gave a dinner in Bos- 
ton, to his retiring associate general 
agent, Stanford Wright, who has become 
general agent in Boston for the Penn 
Mutual. There were present some 50 
guests, including most of the general 
agents from Boston life offices, company 
officials and friends. 

Walter R. Pond, underwriting man- 
ager, and Thomas F. Temple, a superin- 
tendent of agencies, represented the 
home office of the John Hancock; Vice- 
president W. H. Kingsley represented 
the Penn Mutual and President Daniel 
F. Appel of the New England Mutual 
Life represented that company at the 
dinner. 


Presented With Gold Medal 


dinner was the 
Temple, on 
of the mil- 


The feature of the 
presentation by Thomas F. 
behalf of the John Hancock, 


| spurring 


YEAR IN BUFFALO 


Agencies Are Very Optimistic as to 
Prospects for Life Insurance 
Sales in 1927 


BUFFALO, N. Y., Feb. 24.—Life in- 
surance production in the Buffalo terri- 
tory reached its peak in 1926 and some 
of the leading agency managers of the 
city look for 1927 to be an even greater 
year. Several agency managers believe 
that the type of agent now employed 
by insurance companies is the greatest 
contributing factor to education of the 
public in the advantages of life insur- 
ance. Others are of the opinion that 
increased company advertising on a na- 
tional scale is one of the greatest forces, 
and that the school in life insurance 
here, together with increased facilities 
for training agents in local offices, have 
had their share in building up the busi- 
ness through encouraging agents and 
them on to greater effort. 
This territory has gone through a pros- 


| perous period. Financial growth of busi- 


lion dollar gold medal of the John Han- | 


cock to Mr. Wright, testifying to his 
having written $1,000,000 of insurance. 
The medal bore a diamond star, indi- 
cating he had passed the $2,000,000 mark. 

Mr: Clark was toastmaster and many 
complimentary things were said by the 
speakers, who included Vice-president 
Kingsley of the Penn Mutual, 


Appel, of the New England Mutual 
Thomas F. Temple, Walter R. Pond, 
Edward Marsh and Mr. Clark for the 


John Hancock, Clarence C. Miller of the 
Penn Mutual, Charles C. Gilman of the 
National Life and Fred C. Sanborn of 
the Massachusetts Mutual. 


Aetna Life’s Indiana Changes 


In order that Arthur W. Young, gen- 
eral agent of the Aetna Life at Fort 
Wayne, Ind., may devote his full time 
to his clientele in the Aetna, Mr. Young 


has been relieved from organization 
work and the development of a large 
territory. All of the territory except 
Blackford, Jay and Randolph counties 
will be consolidated with the South 
Bend agency. Blackford, Jay and Ran- 


dolph counties will be under the super- 
vision of the Indianapolis agency. 


Columbus Sales Congress Plans 


Arrangements are being made to en- 
tertain more than 500 life insurance 
salesmen from central and western 
Ohio at the annual sales congress to be 
held in Columbus, March 3, under the 
auspices of the Life Underwriters 
ciation of Columbus. 

H. P. Gravengaard of the Aetna Life 
will preside at the morning session, Sam 
L.. Haynes of the Union Central at the 
luncheon, when Congressman Martin L. 
Davey of Kent, O., will speak, and Vice- 
president Arthur L. Case, Prudential, 
in the afternoon. 

The speakers include 


Miss Emma H. 


Ditzler, New York agency Connecticut 
Mutual; George H. Harris, supervisor 
field service, Sun Life of Montreal; 


Hedding, assistant agency 
Paul for the Equitable of 
York, and T. W. Callahan, educa- 
department John Hancock Mu- 
Soston, 


George D. 
manager at St. 
New 
tional 
tual, 


President | 


-ness 


y Goce | tory of the 


organizations and general pros- 
perity has been on a healthy upward 
trend and is still rising. These factors 
have given agency managers here rea- 
sons to believe that 1927 will be the 
biggest life insurance year in the history 
of the business in Buffalo. 

On the other hand, there is much to 
| be done to improve conditions in the 
business, from a managerial standpoint, 
according to one agency manager. Na- 
tural contributing factors are very en- 
couraging, yet the agency which im- 
proves its internal conditions, puts its 
agency on a greater business basis, or- 
ganizing more along the lines of a retail 
or any other selling business, will get 
better results than the one which oper- 
ates on a hit or miss plan, as is done 
today in the average agency. 

Sidney Wertimer, junior member of 
Henry Wertimer & Son, Prudential 
agents, said the 1926 production was at 
least 20 percent greater than the previ- 
ous year. He is particularly optimistic 
in his outlook for 1927 business, and be- 
lieves the increase over 1926 will be even 
greater. The John Hancock Mutual 
agency’s production went vastly beyond 
the company’s expectations, according 
to John H. Johnson, manager. The 
Berkshire Life showed an increase of 
approximately 25 percent in a 
oca 


over 1925. Harrison L. Amer, 
agency manager, said “The home office 
has set our 1927 quota 100 percent 


greater than our 1926 production, and 
I can see no reason why we should not 
meet it or even surpass it.” H. A. 
Vidal, manager of the National of Ver- 
mont agency looks for a big increase 
this year over 1926, although the year 
just closed was the biggest in the his- 
agency’s seven years here. 
Higher class agents are being attracted 
to the life insurance business because 
of the vast opportunities it offers, ac- 
cording to E. H. Liphart, manager of 
the Equitable agency. Reorganization 
of the Buffalo agency for the Aetna this 
summer when it was taken over by 
Howard W. Smith after Mr. Searles dis- 
posed of his interests, caused 1926 pro- 
duction to fall a little short of that of 
1925. 


Penn Mutual’s Boston Lineup 


Wright, newly appointed 
general agent in Boston of the Penn 
Mutual Life, gave a dinner last week to 
all agents connected with his new office 
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some 50 being eat Vice-president 
W. H. Kingsley, J. H. Jefferies, 
ant to the vice-president in the agency 
department; Purchasing Agent J. Con- 
over, James Preston from the field force 
and Associate General Agent Clarence 
C. Miller were present. 
Manager Wright announced 
Frank A. B. Stanton, formerly 


assist- 


that 
othice 


manager for Moore & Summers of the 
New England Mutual Life, would be 
the new office manager for the Penn 
Mutual; J. Nurman of Clinton as 
ager for a Penn Mutual branch 
to be opened in Worcester about 
1; Peter Collins as cashier of the 
ton office and Alden P. Richards, 
ant office manager. 


office 
April 
Bos- 


assist- 





| IN THE MISSISSIPPI VALLEY — | 








NORTH DAKOTA LEGISLATION 
Various Bills Affecting the Life Insur- 
ance Business Are Considered 


by the Lawmakers 


BISMARCK, N. D., 


Feb. 23.—The 
North Dakota house last week passed 
S. B. 119 relating to insurance upon 
lives of directors, officers or agents of 


corporations and prescribing what shall 
constitute evidence of due authority for 
all corporate actions. It sets up method 
of registering of insurance so that trans- 
fers of policies to the individual must 
be recorded if corporation waives claims. 

The house also passed S. B. 67 which 
reenacts section of old law so as to 
make the policy the entire contract be- 
tween insured and insuring company. 
Life insurance policies are incontestable 
after two years while under present stat- 
utes policies are contestable on disability 
and double indemnity insurance at any 
time. This measure makes disability and 
indemnity policies incontestable after 
two years. 

A bill, known as S. B. 245, was intro- 
duced, limiting life insurance companies 
to a 60 percent commission to agents on 
first premium. Cancellation of license is 
the penalty attached. 

A senate bill to prescribe rules for the 
changing by corporations of beneficia- 
ries of life insurance policies carried on 
officers, agents or employes passed the 
house. 


KANSAS SALES CONGRESS ON 


Strong Progress Is Arranged for State 
Meeting Friday and Saturday in 
Topeka 


TOPEKA, KAN., Feb. 23.—Kansas 
life insurance men are studying life in- 
surance from two viewpoints at the an- 
nual sales congress conducted in Topeka 
Friday and Saturday. The congress is 
being conducted by the life underwriters 
Topeka, Hutchinson, 
Wichita and Manhattan. The program 
committee in charge of the congress 
brought in six business and pro 
fessional men to discuss various | 
of life insurance and its benefits to them. 
Chester O. Fischer of St. Louis, first 
vice-president of the National Associa- 
tion of Life Underwriters, is the chief 
speaker from outside the state. He will 
make two separate addresses and will 
also participate in the discussions of 
the numerous problems to be raised in 
other speeches and in the discussions of 
various problems that will arise in the 
course of the congress. 

Friday morning will be devoted to 
agency conferences of the Kansas gen- 
eral agents with their local workers. 
Several officers from home companies 
are expected to attend these confer- 
ences. Most of the larger companies 

ive arranged for luncheons Friday for 


associations of 


has 
yhases 


their agents. The real program of the 
congress begins Friday afternoon and 
continues through three work sessions 
ind the banquet Saturday evening 
Prominent among the other speakers 
re: H. K. Lindsey, president Farmers 
& Bankers Life; Superintendent W. R. 
Baker: W. K. Whitfield, president Inter- 


ational Life of St. Lous; E H. Lup- 
ton, president Bank Savings Life; F. P. 


Metzger, president American Home 
Life: J. H. Edwards, president Kansas 
Life. 


| CHANGE 


| nature. 


IN FEES PROPOSED 
Wisconsin Bill Would Charge for Li- 
cense Fees According to Gross 
Premiums Received 
MADISON, WIS., 
which would change the rate ot 
nual license fees for life insurance 


Feb. 23.—A_ bill 
the an- 
com- 


panies other than domestic companies of } 


the state, operating in Wisconsin, has 
been introduced into the Wisconsin s« n 
ate by Senator Chase and referred to the 
committee on corporations and taxation 
Under the provisions of the bill foreign 
companies shall pay an annual license fee 
of 2 percent on the excess of gross pre- 
miums received in money or otherwise 
during the preceding calendar year on all 
policies or contracts of insurance on the 
lives of residents of Wisconsin, after 
deducting therefrom all sums appor- 
tioned to premium paying policies on the 
lives of such residents from distribution 
of profits, savings, earnings, or surplus 


which, before the expiration of the cal- 
endar year next succeeding such ap- 
portionments have been either paid in 


cash or applied in part payment of pre- 
miums. 

A bill introduced into the assembly 
demands that insurance companies shall 
annually deposit with the insurance com- 


missioner a statement concerning its af- 
fairs and the financial condition for the 
calendar vear ending Dec. 31, which is 
to be filed with the commissioner not 
later than March 1. There is a $500 fine 
attached for failure to give such an an- 
nual statement before March 1 and $500 
fine each month for tardiness after 
March 1, 

Another bill up in the assembly has 
to do with the regulation of expenses 


examination of an 
the state. 


during an 
company by 


necessary 
insurance 





KANSAS CODE IS PASSED 
BY THE LEGISLATUHE 


TOPEKA, KAN., Feb. 23.—Kansas 
will have an entirely new code of law 
relating to insurance within the next 
| three months. Both the house and sen 
ate in the Kansas legislature have 
passed the code without a dissenting 
vote in either branch. The bill is now 
on the way to the governor. On account 
of the size ot the measure, comprising 


155 printed pages, it will take some time 
to complete the enrolling of the bill 
and get it ready for the governor's sig- 
There is no doubt of the gov- 
ernor signing the bill as he has ex- 
pressed himself as favorable to it. 

Superintendent Baker is sending to all 
the life, fire, casualty and other insur- 
ance companies operating in Kansas a 
notice urging them to hile their policy 
forms as promptly as possible so that 
there will be no delays in the operation 
of the companies whenever the new code 
goes into effect 


Nebraska Cash Surrender Bills 


The house 


Ne braska 


committee in the 
recommended 
a bill that 


insurance 
legislature has 
for indefinite postponement 
would forbid any insurance company, 
association or society including any 
surrender values in its policies unless it 
were operating on an adequate rate and 
was 100 percent solvent. It recom- 
mended for passage a similar bill which 
provides that no fraternal or beneficiary 
maintaining reserves on the 
the national fraternal congress 
mortality with an 


cash 


associmtion 
basis of 


tables of 


interest as 


man- | 
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You'll Like 


AGENTS ; 
Our Service! 


Direct leads—livest and 
most helpful general 
agency in Chicago—is 
how one of our agents 
has characterized us. 


Good Men are 
Always Wanted 











TWO SUPERVISORS 
To Work With 
AGENTS AND 

BROKERS 


No Division of Commissions 











BROKERS 


We offer you the 
fullest cooperation. 
We sincerely be- 
lieve we can serve 
you to advantage. 


WILLIAM M. HOUZE 
Room 1946-2948, The Straus Bidg. 
S. W.cor. Michigan Ave. and Jackson Bivd. 
Telephones Harrison 1434-0402 
Chicago, Illinois 


General Agent of 











INS ANCE COMPANY 


OF BC (ON MASSACWSETTS 











You may believe there is nothing 











new under the sun, but after con- 
sidering our General Agency 
proposition you may not be so 
sure about it. 





HE Gem City Life was or- 
ganized in 1911. For over 
16 years the company has 
steady and satisfactory 
growth. Old enough to have se- 
cured valuable underwriting ex- 
perience— big enough to have 
financial stability—young enough 
to have high ideals and great am- 
bition, and small enough to be 
able to maintain a personal con- 
tact with its agents. The Gem 
City Life is an ideal organization 
in which you will find all the 
good things you have been seeking 
in a company. 


had a 





General Agency Openings in 
West Virginia, Georgia, Ala- 
bama, Louisiana, S. E. Ohio 


The GEM CITY LIFE 


INSURANCE COMPANY 
Dayton - - Ohio 








| 


| 1. A. MORRISETT, Vice-President 
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sumption of not more than 4 percent or 
some higher standard shall hereafter 
give or promise any cash surrender 


values in its policies except for the un- 


earned premiums. 


North Dakota Agents Meet 


About 25 agents of the Northwestern 
National in North Dakota attended the 
annual meeting held in Fargo last week, 
in charge of the A. W. Crary agency, 
Fargo. Sessions were attended by two 





home office officials, O. J. Arnold, presi- | : = ; A 
| American Life has no kick on the in- 


dent, and J. S. Hale, actuary. 

“The year 1926 showed a notable de- 
crease in the number of lapsed policies, 
which indicates a greatly improved finan- 
cial condition,” Mr. Arnold said in his 
talk Friday morning. “Lapsed policies 
were reduced in 1926 about 35 percent. 
Another favorable indication with refer- 
ence to financial conditions is the fact 
that this agency did a business of 
slightly less than $5,000,000 last year, 
which is the biggest gain in the history 
of the company.” 

The sessions closed with a 
Saturday evening at which 
were entertained. 


McFall Agency’s Drive 

The Adams McFall agency of Kan- 
sas City, general agent in Missouri for 
the Sentinel Life, has just concluded its 
initial production contest, having put 
something over $500,000 of paid-for life 
business on the books in addition to 
writing over 30 health and accident ap- 
plications. 


banquet 
about 50 
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|ROBERTSON LAW NO HANDICAP | 





Dr. E. G. Simmons, Vice-President of 
Pan-American Life, Says Company 
Is Not Affected 





DALLAS, TEX., Feb. 23.—The Pan- 
vestment feature of the Robertson in- 
surance law of Texas, says Dr. E. G. 
Simmons, vice-president and general 
manager of the New Orleans company, 
who was here for an agency meeting of 
the Texas agents this week. 

“The Robertson law compels our com- 
pany to invest 75 percent of our legal re- 
serves on Texas business in Texas se- 


curities,’ Mr. Simmons said. “But our 
company has invested more than four 
times that amount in Texas securities 


and is investing more and more all the 
time. Approximately one-half of the 
mortgage loans on real estate of our 
company are in Texas. 
not interested in the proposed repeal of 
the Robertson law, said by some out- 
side companies to work a hardship on 


them. It would not affect us cne way or 
the other.” 
The Texas agents of the company 


gathered with E. B. Bynum, general 
agent, to hear Dr. Simmons discuss the 


| plans of the company for going after 


Some of this business was written out- | 


side of Kansas City in Jefferson City | 
| outlook in 


and Sedalia, Mo., where the agency put 


on initial production campaigns of two | 


weeks each. Taking several men from 
the Kansas City agency it circularized 
the prominent business and professional 
men of the towns, and worked with two 


local men in each town, who were estab- | 


lished there as representatives of the 
Sentinel. They wrote $25,000 life insur- 
ance in Sedalia and $56,000 in Jefferson 
City. 


business in Texas this year. Dr. Sim- 
mons said he is highly pleased with the 
Texas and that additional 
agencies will be established from time 
to time in the state. From Dallas Dr. 
Simmons went to Houston to confer 
with agents in that section oi the state. 


Company Surrenders Charter 
The Great Southern Mutual Life sur- 
rendered its charter in a resolution filed 
with the county clerk by A. W. Zilton, 


president, at Little Rock, recently. 


Hence we are | 
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SUN LIFE 
ASSURANCE COMPANY 


of CANADA 


A BILLION DOLLARS 
of life assurance in force 


Interest on policy proceeds, profits, 
etc., left with the Company 


FIVE and ONE-HALF PER CENT 


$300,000,000 








me 








ALABAMA NATIONAL’S RALLY 


Annual Convention of Agents Was Held | 
at the Home Office—Plan for 
Canadian Trip 


' 

The Alabama National Life of Bir- 
| mingham held its annual convention in 
| that city. It came at the close of the 
| most successful year in the company’s 
history. 

Features included a display by the 
agency service department, a general 
kaa conference, addresses by Frank 
Julian, commissioner of insurance 
| for Alabama, and Lee Bidgood, dean of 
| 
| 








the School of Commerce, University of 
Alabama; and a final banquet. 

The agency service exhibit consisted 
of a large folding bulletin board upon 


of advertising which the company is us- 
ing to assist its agents. This included 
letters, illustrated folders, demonstration 
charts, pamphlets, enclosures, copies of 
“Life Lines,” the home office publica- 
tion, and a gift book of prizes. 


Announce Canadian Trip 


Members qualifying in 1927 will be 
given an all-expense trip to Quebec, 
Can., in 1928 as the guests of the com- 
pany. $100,000 of paid-up business qual- 
ifies for all transportation expenses. 
$250,000 qualifies for all expenses includ- 
ing fare, hotel and meals and all sight 
seeing tours. $500,000 qualifies for all 
the expenses of the agent and his wife, 
4 other member of his immediate fam- 
ily. 

. Makes National Record 

The company has apparently made a 
record in increase in the percentage of 
total insurance in force and increase 
over the previous year as compared with 
other companies writing the same 
amount or more insurance. 1926 showed 
an increase of 96 percent over 1925 of 
paid-for business, and a net gain of 
| 44 percent of the total insurance in force 
at the end of 1925. New features added 
by the company during the year included 
group and wholesale, children’s insur- 
ance, non-medical, sub-standard, and a 
new disability clause. 


John Hancock Enters Tennessee 


The John Hancock Mutual Life has 
been licensed in Tennessee. No an- 
nouncements have been made as yet in 
| regard to agency re presentation in that 
| state. 





Hildebrand Visits Southeast 


F. L. Hildebrand, superintendent of 
agencies and assistant secretary of the 
| Sentinel Life of Kansas City, left this 
week for an eastern trip through the 
Atlantic Coast states as far south as 
| Florida. The trip is for the purpose of 
| laying the foundation of Sentinel Life 
agency development as soon as the li- 
censes are approved by the various state 
| insurance departments. The company 
expects these arrangements to be com- 
pleted in all the eastern states at an 
early date. Mr. Hildebrand will return 
| about March 15 


New Company at Little Rock 


Articles of incorporation 
filed at Little Rock by the Union Life 
of that city. The new companv was or- 
ganized February 17. James C. Hanson 
is president, William McCullum, vice- 
president, and Thomas FE. Lengnick, 
secretarv-treasurer. It will make its 
‘eadquarters at Little Rock. 

—_-__ 


Insurance Men Out for Governor 


have been 


It is beginning to look as if the in- 
surance business might furnish the next 
governor of Kentucky. On the Demo- 
cratic side of the race is William H. 
Shanks of Stanford, the present state 
auditor, whose a cer- 


department has 


which was posted a sample of each piece | 


| tain amount of supervision over insur- 
ance. On the Republican side two of 
the strongest candidates are insurance 
agents. Senator White Moss of Pine- 
ville and Louisville is state agent for the 
International Life; J. B. McKeehan ot 
Williamsburg, Ky., is an agent for the 
Inter Southern Life of Louisville. 


Williams on Southeastern Trip 


M. H. O. Williams, assistant super- 
intendent of agencies of the Northwest- 
ern Mutual Life, attended the annual 
meeting of the Virginia agency in Rich- 
mond last week. Mr. Williams made 
talks and answered questions at several 
of the business sessions. He told the 
Virginia agents that their company was 
standing pat on its policy of offering 
straight-cut life insurance with just as 
few frills as possible. 

Mr. Williams went from Richmond 
to Raleigh, visiting the company’s 
North Carolina agency headquarters 
there. From Raleigh he returned to the 
home office this week. 








Robertson Repeal Still “Asleep” 


A bill introduced in the lower house 
of the Texas legislature early in the 
present session, seeking to repeal the 
investment feature of the so-called Rob- 
ertson law, appears to be fast “asleep” 
in committee. Over two-thirds of the 
session has passed, and the committee 
has not even considered the bill. There 
is every indication that the measure will 
die in committee. 


Would Abolish Oklahoma Board 


A bill has been introduced into the 
Oklahoma house to abolish the state in- 
surance board and vest the powers now 
granted the board in the insurance com- 
missioner. A number of insurance men 
in Oklahoma City believe the bill has 
a good chance for passage, because of 
existing conditions at the state house 
The state fire marshal, ex-officio mem- 
ber, and the secretary of the insurance 
board were recently removed by the 
governor and to date no appointments 
of the governor to fill the vacancies 
have been ratified by the senate. 





PACIFIC COAST FIELD | 








COMMUNITY LAW DISCUSSED 


Northern Association of California 
| Hears Address on Wife’s Interest 
in Insurance Policies 


SAN FRANCISCO, Feb. 23.—In Cal- 
ifornia life underwriters must obtain the 
consent of the wife of the assured when 
writing an application for the benefit of 
any other than the wife if the premiums 
on the policy are to be paid out of com- 
munity funds, according to F. Eldred 
3oland, prominent attorney of San 
Francisco in an address on the subject 
of the community property law of Calif- 
ornia, to the members of the northern 
association of California at the meeting 
last week. Mr. Boland, who is a mem- 
ber of the Knight, Boland & Christin, 
San Francisco attorneys for the Associa- 
tion of Life Insurance Presidents, said 
that unless this consent of the wife were 
obtained, she could claim one-half of 
the proceeds of any such policy issued 
upon the life of her husband. Under the 
provisions of the community property 
law of this state she would also be en- 
titled to half the proceeds of a policy 
taken out to protect a partnership un- 
less a previous agreement had_ been 
signed by her waiving that right. 

Following Mr. Boland’s address, in 
which he went into det: ail regarding vari- 
ous phases of this law in its effect upon 
life insurance, President Roy R. Hen- 
derson announced the appointment of a 
committee to formulate a basic part- 
nership agreement which may be used 
by members of the association in writ- 
ing this class of business. The agree- 
ment which it is planned to distribute 
at the sales congress to be held March 
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iS will be so drawn as to protect the 
partnership against community interest 
claims. 

As a result of the formation of local 
associations in cities outside of San 
Francisco such as San Jose, Oakland, 
Sacramento and Stockton, it has been 
pointed out that Northern Association of 
California Life Underwriters is not now 
correct and an informal discussion was 
held regarding a change in the name. 
“San Francisco Life Underwriters’ As- 


sociation” was suggested and met with | 
the approval of the members present. A |} 


proposition to change the dues from $25 
to $15 for managers and general agents 
whose office writes less than $2,000,000 
was also discussed. Both these changes 
will be voted upon at the March meet- 
ing of the association. 


John W. Pearson Advanced 


John W. Pearson has been appointed 
inspector of agencies by the Western 


States Life. Mr. Pearson’s record with | 


the company dates from February, 1914, 


with the exception of three years of | 


irmy service and two years of agency 
work with another company. He re- 
turned to the agency department of the 
Western States as agency secretary last 
August. 


Kansas City Life Men at Phoenix 


Walter Cluff, superintendent of in- 
struction from the home office, con- 
ducted a sales school for representatives 
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of the Kansas City Life from Arizona 
and New Mexico, during a meeting in 
Phoenix last week. Thursday night a 
| banquet was given at which members of 
the group gave short talks. J. Frank 
| Barr, vice-president and  superinten- 
{ dent of agencies, also attended the meet- 
| ing and was one of the principal speak- 
ers. 


Stevenson Addresses California Agents 


According to a statement made in 
Los Angeles last week by John A. Stev- 
enson, second vice-president of the 
Equitable Life of New York, the coun- 
try’s prosperity is well reflected by the 
insurance records covering 1926. A two 
day sales congress of the members of 
the southern California agencies of the 
Equitable was held last Friday and Sat- 
urday in Los Angeles, at which Mr. 
Stevenson was the principal speaker. He 
left Monday on his return trip to New 
York, going by boat via the Panama 
canal. 


Will Select Stolp’s Successor 


Edward D. Field, vice-president of the 
| National Life of Vermont, is expected 
in San Francisco next week for the pur- 
pose of appointing a successor to Fred 
A. Stolp, who resigned as general agent 
of the company after 25 years’ service 
| with the company. Although Mr. Stolp 
resigned about a year ago no successor 
| has as yet been appointed and he has 
| continued to act as general agent in this 
| territory. 





IN THE ACCIDENT AND HEALTH FIELD 


Your 








Prospect’s Future 
is the same as your own 


When you line him up for the policy he wants, 
and the policy he needs, you have made a staunch 
friend, and contented customers mean repeat 
orders in insurance as well as other lines of 
business. Sell this contract: 


Any natural death... ...........+5: $5,000 
Any accidental death ............ 1000 
Certain accidental deaths........ I§900 
Accident Benefits $50 per WEEK. 
(Non-cane: ) 
Also Disability Income, Watver of 
Premiums, etc. 








ALL IN ONE POLICY 





You can see how worthy such a contract is in 
the hands of a progressive agent and we invite 
you to give serious consideration to the United 
Life “Policy You Can Sell.” 


There may be an opportunity in your town. 
Our Vice President, Eugene E. Reed, will tell 
you all about it. Write him direct .... and 
directly. 











UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 
Concord New Hampshire 
| Inquire! 


You Who Seek Opportunity | 


Opportunity exists always for those who seck success and satisfaction in 
life insurance field work. 


H. & A. SPEAKERS ANNOUNCED | SATISFIED WITH “NON-CAN” 
Partial List of Those Who Will Appear | Says Federal Life Has Had a Very Sat- 
on Program at Mid-Winter Con- isfactory Experience With Non- 

ference Meeting Given Out cancellable Policies 








Ihe Federal Lite is having a very 


its noncan- 


The program committee of the Health 
& Accident Underwriters Conference has | satistactory experience with 
announced a partial list of speakers for | cellable accident and health policies, ac- 
the mid-winter Conference meeting to| cording to L. D. Cavanaugh, vice- 
ve held in Chicago March 15-16. president and actuary. The company’ 

John E. Ahern, secretary of the acci- | experience has been so satistactory that 
dent department of the Travelers and | it Is very enthusiastic about writing this 
chairman of the governing committee, | business in the future. Of course, ac 
Bureau of Personal Accident & Health | cording to Mr. Cavanaugh, it has to be 
Underwriters, will speak on “Some 


. . During 84 years the first American legal reserve mutual life insurance 
very caretul in selecting risks, even more 
\ccident and Health Problems.” 
\. L. Gale of the Fred M. Randall 


; ; company has been served and built to greatness by men who fo oO 
so than with life risks. If the applicant emnyd B , © found both 
Company, Chicago, advertising agency, 


Pane , success and satisfaction in so doing 
for a noncancellable policy has had any 
will discuss informally “Some Aspects | ‘ . 
jected, while under the same conditions 
Demand for Insurance.” . , : 
emand for insurance by the New York department, although Th M l f I 
ce yy thea, - sy ll dag e utua Li e insurance Co. 


| This company writes all standard forms of insurance and annuities on 
of Advertising.” : : Those wi contemplate life ins 
he might not be rejected for life tose who contempiate iife msur- 
C. N. Green, agency = supervisor 
. | company seem to be very interested ir 
Claris | ComPam , oe of New York | 


| 
| 
—} 


evidence of insanity or some disease such star 
as tuberculosis in his family, he is re both men and women. Age limits 10 to 7@ { 
R. W. Faulkner, publicity director »., . ; : ae 
Woodmen Accident wil spe ik on “The lhe Federal Life maintains a reserve ance field work are inwited to apply fo 
: se — , which is very similar to that demanded 
Hoosier Casualty, will read a paper on according to Mr. Cavanaugh it is more 


“Lapses. 











At the Conference dinner : a pati , 

, . - | this noncancellable policy and at the re- 

\dams, secretary of the American Life | - = convention they diecusced @ | 

= > r - cen 4 “ 4 me lis ISsc¢ lis I 

Convention, and J. Adam Bede, former | policy more than any re 3% NASSAU STREET NEW YORK,N.Y. | 
° . ‘ | ar « ari m s 

congressman from Minnesota, will be | Pies : : , fi 
| Though several larger companies have 

1 ] ———— = = - — = — _ 


ie speakers, withdrawn their noncancellable policies, 
it is interesting to note that the Federal 
Life has had satisfactory experience and 


will continue to write it in the future 











Dixie Life & Accident Rally 


NASHVILLE, Feb, 23.—Rapid progress 
was made during the first month of —_——- 
business of the Dixie Life & Accident, HAS A NEW ACCIDENT POLICY 
organized here a short time ago, it was 
announced at a meeting of field agents —_———— 
ind officers. Talks were made by Oury | Phoenix Indemnity Announces Contract 
Harris, president; Lorence Neuhoff, vice- | 

resident; George L. Hicks, secretary, to Be Issued Shortly With Some 
ind W. H. Levine, general counselor Unusual Features 
More than 1,000 policies were sold by 


the twenty fleld agents during the first 
mon ras rep r} *hoenix Indemnity will shortly Backed by its great unusual growth 
= ” — repartee " " + oa - t de . Hed = . “~, eC! | in these past y ww 2% 
Sone 3 Se contract called the special 1924 a gain of about three times greater them the average. For the first ball of 
Accident Policy. A unique feature ap 1823 our gain was 23% over the same period 


pearing in the contract will be use of 


Name of Federal Reserve Changed 
LITTLE ROCK, ARK., Feb. 23.—The ! the phrase “accidental bodily injury” in 


ime of the Federal Reserve Life & Ac- | the insuring clause, granting the assured 


° thet 
mean to stop there. Men of the right calibre will find their 
ident has been changed to the United / the right to elect either fixed indemni ’ 
Security Life & Accident by an amend- | ties of weekly payments for the loss of T. LOUIS HANSEN, Vice Presdent 


ent to the articles of agreement and a Sy en 
neorporation filed by G. A. Davis, secre. | POth hands, both feet, or complete loss THE GUARDIAN LIFE INSURANCE COMPANY OF AMERICA 
tary of the company. The change was ol eyesight. he ospital indemnity fea- Founded 1860 under the Laws of the State of New York 

’ ture will provide 100 percent, weekly in- s UNION SQUARE, NEW YORK 


hecessary because the name first adopted 1: +." : 
was not permissible under an act of | demnity, while provision will be made 


Congress prohibiting such a use of | tor paying the expenses of a graduate 
Federal Reserve.” } nurse in lieu of hospital indemnity. For ‘ 
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| Security~ — 


When the Mutual Benefit was 
organized in 1845 there were 
only a few Life Insurance Com- 
panies in the United States. 
Through the Wars, Panics and 
Epidemics of all these years, it 
has always stood safe and secure 
as a foremost disciple of Pure 
Life Insurance. 


Newark, N. J. 
Organized 1845 


The Mutual Benefit Life Insurance Co. 


















LL 


Celebrate With Us 


Philadelphia, Pa. 


Organized 1847 


Next June this Company will celebrate its 
Eightieth Anniversary with a great Convention 
in Philadelphia, to be attended by Field represen- 
tatives from all parts of the country. 


The PENN MUTUAL has places for capable, 
hard-working men and women who are devoted 
to the highest ideals of life insurance. 
are satisfactory, and the conditions and atmosphere 
of a Penn Mutual agency relationship are of the 
kind that creates enthusiasm and assures per- 
manency. 


Contracts 


The Penn Mutual Life Insurance Company 

















Territory does make a difference 


Close co-operation is necessary 


A friendly interest is needed 


If 


If 


If 

You are a producer 
If 

You believe in yourself 
If 

You want a REAL jeb 


Write or wire 


S. M. CROSS, President 


OLUMBIA LIFE 


INSURANCE COMPANY 


Cincinnati, Ohio 
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JOHN G 


Incorporated 1871 


Insurance in Force, Over Three Hundred Million Dollars 
Admitted Assets, Over Fifty-One Million Dollars 


Payments to Policyholders in 1926, Over Three and One-Half Million Dollars 
Total Payments to Policyholders Since Organization, Over Forty-Three Million Dollars 


WALKER 
Chairman of the Board 


BRADFORD H. WALKER 


President 


The Life aiid Ditidens of Virginia 


Richmond, Virginia 











an added premium the policy may be 
extended to provide double indemnity 
for injuries suffered while riding in or 
on a private conveyance. Further pro- 
vision will be made for the payment of 
three-fourths of the weekly indemnity 
covering the period in which the as- 
sured is unable to perform three-fourths 
his duties. The Phoenix Indemnity is 





planning an aggressive business getting | 


campaign. 


| 
Ohio Bill on Policy Forms 


COLUMBUS, 0O., Feb. 22.—Representa- | 


| 

| tive Vigran of Cincinnati has introduced 
| a bill to supplement present laws to pro- 
vide that the approval of the superin- 
| tendent of insurance as to form is a 
| prerequisite to the issuance of any in- 
| surance policy covering personal acci- 
| dents and loss of time occasioned by 
| them. No such policy would be valid 
| unless there is a clause making it in- 
contestable as to the origin of the dis- 


| ease or injury for which the claim is 
| made “after two years from the date of 
| the issuance of the policy.” 


Now First National Life 


T. B. Martin, president of the First 
National Life, Health & Accident of New 
Orleans, announces that the name of the 
company is changed to First National 
| Life. 
In 1926 this company made a gain of 
| 30 percent in premium income over 1925. 

Last year was the best the company has 
had since organization. It showed about 
| 100 percent gain in surplus over the 1925 
figure. At the close of 1926 the com- 
| pany had practically as much surplus as 
| it had in assets three years previously. 
This company writes industrial life, 
health and accident and operates in 
| Louisiana only. It has six branch offices 
in the state and a detached agent is 
located in practically every town in the 
state. 

Several new policies are in prepara- 
tion and will soon be issued. 
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| WITH INDUSTRIAL MEN 
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NEWS OF THE PRUDENTIAL 


Number of Promotions to Assistant 
Superintendent Positions Have 
Been Announced to Agents 





Promotion has come to Agent Walter 
C. Patton of Rochester, Pa., of the Pru- 
dential who has been advanced to as- 
sistant superintendent at Beaver Falls, 
Pa., succeeding Howard W. Strang, who 
was forced to relinquest his position on 
account of illness. 

J. Homer Wolfe of Bethlehem, and 
Paul Dapp of Harrisburg No, 2 are pro- 
moted from agents to assistant super- 
intendents in the same districts. 

Max Zimmer has been promoted to as- 
sistant superintendent in the Rochester, 
N. Y., No. 1 district. He has been an 
agent on the Rochester No. 1 staff since 
Jan, 19, 1925. 

The total writings credited to Agent 
J. A. Gaudet, of the Montreal No. 3 dis- 
| trict, at the close of the ordinary year 
| 1926 far outdistanced that of any other 
Canadian representative. Agent D. 
Zittrer of the same district ranked next 
with a very creditable showing and was 





intendent at Windsor, Ont. 

Herbert H. Evans, formerly an agent 
in the Toronto No. 3 district, has been 
promoted to assistant superintendent. 

The Prudential is opening up a new 
detached office at Saranac Lake, N. Y., 
which is to be detached from the Water- 
town district. Earl A. Lobdell, who has 
been in charge of the company's detached 
location at Tupper Lake, N. Y., will be 
assigned as the assistant superintendent 
of the new office. At Tupper Lake Ed- 
ward B. Cote will be assistant superin- 
tendent. Mr. Cote has been with the 
company since June 15, 1925, having 
always been attached to the Tupper 
Lake assistancy of the Watertown dis- 
trict. 

Thomas R. Bunton, who has been oper- 
ating as an agent in the Chicago No. 12 
district, has been promoted to be an as- 
sistant superintendent. He started his 
career in the Chicago No. 12 district on 
Dec. 14, 1925. . 

Superintendent T. J. Gundlach of Buf- 
falo No. 4, has a very creditable record 
in ordinary net increase proportionate 
and is the leader of Division H for the 
year. 


= 


Raymond 7. Faulise has been promoted 
to assistant superintendent in the Buf- 
|falo No. 2 district. 


Metropolitan’s New York Changes 


Frederick A. Bills, district manager of 
the Metropolitan Life at Batavia, N. Y., 
has been succeeded by Bert R. Carpen- 
ter, former manager of the Cortland, 
N. Y., district. Mr. Bills was tendered 
a farewell party in Batavia by his asso- 
ciates, and was presented with a parting 
gift. Mr. Carpenter has been associated 


with the Metropolitan since 1908, when | 


he entered the life insurance business in 
Batavia. In 1910 he was appointed as- 
| sistant superintendent in charge of 


| offices at Warsaw and Perry and a year 
| later was transferred to Rochester. Later 
| he returned to Batavia and in 1916 went 
to Plattsburge as deputy superintendent. 
Six years later he was promoted to 
| manager of the Cortland district. 


closely followed by C. J. Metcalf, super- | 


CONSERVATIVE LIFE NEWS 


South Bend Company Announces Some 
Promotions of Men in the Ranks 
to Higher Positions 


Superintendent W. E. King of the 
Conservative Life of South Bend, Ind., 
who has been in charge of the Peru, Ind., 
district, where he has made a fine record, 
is being transferred to the Fort Wayne 
No. 2 district. 

R. W. Paul, who started with the com- 
pany as an agent at Anderson, Ind., May 
1, 1926, is promoted to the superintend- 
ency at Peru, Ind. 

The company announces the appoint- 
ment of F. C. Peterson to the superin- 
tendency at Mishawaka, Ind. Mr. Peter- 
son started with the company as an 
|agent at Mishawaka, May 1, 1925, never 
|} having had any previous experience in 
| the life insurance business. On May 10, 
| 1926, he was promoted to the position 
of home office inspector. But at his own 
! 
| 





request, due to the fact that Mishawaka 
is his home, he is given the superintend- 
ency in that city. 

The monthly premium production (in- 

dustrial) for January, was just 100 per- 
}eent greater than it was for the same 
| month in 1926. 
February is always a big month with 
| the Conservative Life due to the fact 
| that Vice-President and General Mana- 
ger Burkart’s birthday falls on the 28th, 
and agents put in their best licks in his 
behalf. 


Home Friendly Promotions 


President B. Leo Talley of the Home 
Friendly of Baltimore, announces the 
promotion of Assistant Superintendent 
John B, Trefoe of Ellicott City, Md., to 
the superintendency of that office, suc- 
ceeding Howard S. Englar, who recently 
died after a short illness. Mr. Tregoe 
has been connected with the Home 
Friendly since Oct., 1916, when he began 
his career in the insurance business. Mr 
Tregoe made a very creditable record as 
an agent and was promoted to the as- 
sistant superintendency in May, 1923 

Agent Edward G. Hug of Annapolis 
has been made a detached assistant su- 
perintendent of the Annapolis office with 
|his headquarters at Waldorf, Charles 
county, where the Home Friendly is 
opening a new office to take care of its 
growing business in southern Maryland 

Agent Lemuel Lawrence of the home 
office district has been appointed an as- 
sistant superintendent, filling a vacancy 
that recently occurred 





NEWS OF FRATERNALS | 





w. O. W. BILL REPORTED OUT 

| Favorable Action Taken in Nebraska 

Legislature on Measure to Permit 
Going on Legal Reserve Basis 


LINCOLN, NEB., Feb. 24.—H. R. 69. 
the Woodmen of the World bill, in- 


tended to open the way for it to glide 
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February 25, 1927 


into the ranks of the legal reserve life 
companies by way of a cooperative, non- 
profit life benefit association, made the 
tirst hurdle. The committee to which it 
was referred has recommended it for 
assage. W. B. Price, formerly of the 
legal staff of the order, and who is mak- 
ng a fight on the bill on the ground that 
the $100,000,000 assets of the Woodmen 
ire at stake, says he was promised an 
pportunity to be heard against the bill, 
ut it was reported out before he had 
een advised of any hearing. 
Bill Materially Changed 


As the bill emerged from the commit- 


tee it Was materially changed. Repre- 
sentatives of the Modern Woodmen of 
\merica insisted that the bill be 


umended to provide for a referendum of 
the members of a fraternal before it can 
be converted into a legal reserve com- 
pany. As originally drawn this could be 
lone by resolution of the board of di- 
rectors or similar bodv by whatever 
name known, or of its legislative body. 
The entire section was rewritten, and 
n this particular there was inserted 
atter the requirement of the filing of a 
resolution by the directors or legislative 
hody, these words “adopted after notice 
to the members of said association and 
pportunity to vote thereon.” 


Requirements Imposed 


In order for a cooperative, non-profit 
to become a legal reserve life company, 

must show that it has assets in ex- 
ess of $250,000 and a surplus of more 
than $125,000, and that it is maintaining 
reserves upon all outstanding business 
not less than those required *by the 
\merican experience table of mortality 
with an interest assumption of not more 
than 4 percent. 

On insistence of life company repre- 
sentatives, the section relating to in- 
vestments was amended so as to pro- 
vide that they can be only in accordance 
vith the laws applicable to legal reservé 
life companies. Also the proposed pre- 
mium tax of 1 percent on gross pre- 
miums was changed to read “as are now 
required of life insurance companies do- 
ng business in the state.” 





NEWS OF LIFE POLICIES. 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, etc. Supplementing the ‘*‘Unique Manval- 
Digest,”” published annually in May at $3.50 and the 
“Little Gem” published annva'ly in Apri! at $2.00 











Montana Life 


The Montana Life has replaced its 
rdinary and limited payment life policies 


with a series of endowment at age 85 
policies. New rates have been adopted 
for the regular endowment forms and 


single premium rates have been reduced. 
Following the new rates at quin- 
ouennial ages for the ordinary life en- 
dowment at age 85, 10-pay life endow- 


are 





waiver of premium and income disability 
but at a rate 50 percent greater than 
that granted on preferred 
other words, the old waiver of premium 
and disability income rate will apply 
now only to preferred risks, while a rate 
of 50 percent greater will be used 
standard risks. 





LOCAL ASSOCIATIONS 








WILL HOLD SALES CONGRESS 


J. Elliot Hall Will Speak at Meeting of 
New England Life Underwriters 
March 25 


The annual New England Sales Con- 
gress will be held March 25 in Boston 
under the auspices of the Boston Life 
Underwriters Association. The pro- 
gram promises to be very interesting. 
Among the speakers will be Rev. Fred- 
eric Olsen of South Portland, Me., 
whose subject is “Ships of Gold.” Win- 
throp S. Judkins, agent of the State Mu- 
tual, who has the remarkable 1 of 
since he started in the business five 
years ago, will talk on how he made this 
record. J. Elliott Hall, general agent 
of the Penn Mutual in New York City, 
will speak on “The Value of a Definite 
Plan.” Following his talk he will con- 
duct half an hour of open discussion on 
the floor. 

The afternoon session will open with 
G. Manning, which will be a practical 
demonstration on salesmanship. 
H. Kay, manager of the Metropolitan, 
will speak on the “Progress and Devel- 
opment of Industrial Insurance.” The 
remaining two speakers will be Pressler 
Callahan of the educational department 
of the 
ert J. 
the Union 


Williams, educational director of 
Central Life. 
i 
Erie, Pa.—J. E. Murray, general agent 
for the Penn Mutual Life in Cleveland, 
addressed the Erie association at its 
February meeting. He told the Erie men 
that in a recent analysis made of a 


survey made in Allegheny county, in 80 
percent of the estates there was less 
than $1,000 for the heirs This did not 
include any life insurance left to named 
beneficiaries. 


The proceeds of such policies, he 
pointed out, are not considered a part 
of the estate. The significance of these 
figures, he stressed, indicates the uncer- 


tainty of investments in general and the 
certain value of life insurance He also 
emphasized the importance to the life 
insurance man of self-analysis and self- 
discipline, stating that the use of hours 
outside of business have more to do with 
success than those spent directly in busi- 
ness, due to the psychological effect of 
his personality on those about him. 

Dr. S. S. Huebner will address 
March meeting. 


the 


ie oe 
Aangeles.—The regular monthly 
dinner-meeting of the Los Angeles 
was held Thursday evening 
designated all 
and each man- 
was asked to 
producers of his 
sit at a special 


Los 
as- 
sociation 
The 
star 
ager or 
invite the 
agency to 


meeting was as an 

producers’ meeting, 

general agent 
two leading 


attend and 


writing at least one application a week | 


a sketch of Charles C. Gilman and Earl | 


for all disability coverage, but which | 
now will be given only to the most de- 
sirable risks; standard risks covering 


risks In | 


for | 


record Of | 


Harry | 


John Hancock Mutual and Rob- | 


large number of estates settled in Cuya- | 


hoga county in 74 percent there was 
less than $1,000 net after expenses and | 
shrinkage for the heirs. In a similar 
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Life Insurance in Force 
June 30th, 1926 
(Ordinary and Industrial) 


$342,950,956.00 


Surplus Security to Policyholders 
$4,067 ,683.48 


Conservative Progress Every Year. Operating 
From Coast to Coast, Canada to the Gulf, 
Cuba and Hawaiian Islands. 


AMERICAN NATIONAL 
INSURANCE COMPANY 


Galveston, Texas 


W. J. Shaw, 


Shearn Moody, 
Secretary 


W. L. Moody, Jr., 
7 Vice-President 


President 











THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
Arthur E. Childs, President 
Columbian National Agents can 
offer the best in 
LIFE, ACCIDENT, AND HEALTH INSURANCE 


Pelicies backed by one of the very companies in the country, heviag 
ample surplus and highest of reserves. opportunity 
to salesmen of character and ability. Commanicate at once with 
AGENCY DEP. ° 
TT Frankia Strect, Bosten. 











THE CENTRAL LIFE 
INSURANCE COMPANY 


Fort Scott Kansas 

Agency Openings in 

Kansas, Missouri and 
Arkansas 


Oldest Kansas 
Company 











OO  — 


Do your fellow agent a good turn—get him ac- 
quainted with The National Underwriter, the seal 


insurance newspaper. 

















George Washington Life Insurance Company 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 


CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 


Address 
ERNEST C. MILAIR, Vice-President and Secretary 











ment at 85, 20-pay life endowment at 
85, 10-year endowment and 20-year en- 
dowment forms without double indem- 
ty or disability benefits 
End. 10Pay 20 Pay 10 20 
at Year Year 
\ge 85 End End 
15 $13.6 $89.91 $40.65 
20 14.4 90.21 40.93 
25 16.1 90.57 41.31 
0 18.3 91.05 41.64 
5 21.3! $1.71 42.44 
40 25.33 92.63 43.76 
45 30.94 94.10 46.23 
38.63 97.02 50.33 
> 49. 102.03 57.30 
60 64.76 109.76 69.15 
Security Mutual Life 
The Security Mutual Life of Lincoln, 
Neb., has increased its net retention 
om $10,000 to $15,000 
George Washington Life 
The George Washington Life of West 
Virginia has issued a new occupational 
anual and new disability rates and 
auses There are three forms under 
he total and permanent disability con- 
ract Waiver of premium only, the 
remiums for which remain unchanged; 
referred risks, covering waiver of pre- 
nium and income disability, being prac- 
cally the same contract and same rate 
s that which heretofore has been used 
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till-- 
orging ahead 


| Summary of 
1926 Financial Report 


Insurance in force..........$125,354,805.00 
Gain in Insurance in force.. 15,065,286.00 
New Paid Business......... 27,890,548.00 
Gain in New Paid Business. 4,529,486.00 
Ee Bee ee 17,575,714.27 
Net Surplus ..... sebtiséces 766,041.71 
Total Income for 1926...... 5,376,530.58 
Number of Policies in force. 70,337 
Mortality Ratio ...... pane 46.4% 


MUTUAL TRUST 
LIFE INSURANCE COMPANY 


Carl A. Peterson, Vice-President 
A. E. Wilder, Director of Agencies 


The Chicago Temple—Chicago 





























The Berkshire Life Insurance Co. 


founded in 1851, has just completed its Seventy-Fifth Anniversary, with 
a substantial increase in new business over 1925. All previous records 
have been shattered. This great expansion is due in marked degree to 
the splendid spirit of co-operation between the Home Office and the 
Field Force. 

Men contemplating entering the life insurance business would do well 
to communicate with this fine old Massachusetts company before defi- 


nitely deciding. 
BERKSHIRE LIFE INSURANCE COMPANY 
PITTSFIELD, MASSACHUSETTS 








To say that you have nothing to advertise is to say 
that your proposition is not as good as others and that 
it has no special features that will attract. This might 
be true if you had no agents or business. It can’t be 
if you have any of either. 
Don’t believe it will pay? What do you mean by 
“pay”? 





table and be introduced to the gather- 
ing. Hillsman Taylor, first vice-presi- 
dent of the Missouri State Life, was on 
the program as the principal speaker. 
Perez Huff of New York, a leading pro- 
ducer of the Travelers, was also sched- 
uled to give a ten-minute talk. 

Paul Huntsberger, special agent of the 
Penn Mutual Life, and one of the lead- 
ing life underwriters of Los Angeles, was 
elected secretary of the Los Angeles as- 
sociation, succeeding E. K. Waddle, who 
resigned a few weeks ago. 

x * * 


Yakima, Wash.—An extensive advertis- 
ing campaign has been inaugurated by 
the Yakima Valley association for the 
present year. An advertising fund of 
$700 has been raised by the association 
by assessment on its members. 

* ‘« * 

Hartford—That the life insurance 
salesman of today should sell insurance 
for income rather than principal sums, 
was asserted at a meeting of the Hart- 
ford association by James W. Knox, vice- 
president and trust officer of the First 
National Bank. Others who spoke were 
Maynard T. Hazen of the United States 
Security Trust Company and Douglas T. 
Smith, a local life underwriter. More 
than 50 life insurance men from Hart- 
ford and vicinity gathered to hear a dis- 
cussion of life insurance trusts. George 
L. Hunt, general agent of the New Eng- 
land Mutual, and recently elected presi- 
dent of the association, presided. 

Mr. Hazen spoke of insurance and 
bank trusts, and told of the advantages 
to be gained by affording adequate in- 
come to dependents. He urged that in- 
surance and bank men cooperate more 
closely in order to safeguard estates, 
which could be best brought about by 
the establishment of trusts through the 
medium of life insurance. 

Mr. Knox spoke of the willingness of 





insurance salesman. Mr. Smith urged 
insurance men to impress upon their 
clients that every man should make a 
will, and that trust companies should be 
appointed executors in every case when- 
ever possible. 


North Texas,—Dr. Charles J. Rockwell 
of the Rockwell School of Life Insurance 
was the chief speaker at the regular 
monthly meeting of the North Texas as- 
seciation at Dallas last week. He ex- 
plained the purposes of the life insur- 
ance school he is conducting under the 
auspices of the local association and the 
life managers’ club. 

It was pointed out that all life insur- 

ance salesmen can not afford a college 
|} education, nor are they able to take long 
and tedious courses in methods and man- 
agements of insurance companies or 
study to any great extent the funda- 
mental principles underlying life insur- 
ance. The Rockwell school is attempt- 
ing to give the agents, in a condensed 
jand practical form what would require 
years to get in general college courses 
or from study of books concerning in 
| surance, 
In connection with the courses being 
offered in Dallas at present, it was said 
epproximately 100 insurance men are at 
|} tending. The school will last for eight 
weeks 





—— 


Orange County, Cal, The Orange 
County association held its monthly din- 
ner-meeting at Santa Ana, with a good 
} attendance in spite of the bad weather 
Following the dinner, the principal 
speaker of the evening, Samuel McCurdy, 
| Manager at Los Angeles of the Sunset 
| branch of the New York Life, was in- 
troduced and delivered an _ interesting 
address on “Closing.” 


Salt Lake City, Utah.—A_ resolution 
condemning the practice of a “certain 
New York" life company, in respect to 
ite alleged rebating of a portion of the 
premium in writing large group cases, 
|} Was passed ata meeting of the Utah as- 
sociation last week It was stated by 
speaker that when application is made 


to the home office of the company for 


; such insurance and a large industrial 
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organization is the applicant, the com- 
mission or a large portion of it is re- 
bated. It was held that such a prac- 
tice is liable to spread if not halted and 
in time destroy the entire agency sys- 
tem of the country. A copy of the reso- 
lution was ordered sent to the New York 
department. 

Dr. John F. Sharp, local medical ex- 
aminer, spoke on examinations. 

ss ¢ 

Bosten—The Boston association will 
hold its monthly meeting on Feb, 25 
John Marshall Holcombe, Jr., manager 
of the Life Insurance Sales Research 
Bureau of Hartford, will speak on 
“What the Life Insurance Men Should 
Know and Do.” Mr. Holcombe is one 
of the leading speakers in the life in- 
surance business. An organ recital will 
also be given by one of the association's 
members, Ernest A. Hoffman of the New 
England Mutual. 

Ss +s 

Rhode Island— Maurice H. Stearns, 
national committeeman for the Rhod« 
Island Association, was the principal 
speaker at the February meeting of the 
association. He spoke on “The History 
of the Life Insurance Movement.” A 
one-act skit, “The Heart of the Estate,” 
was presented by local talent and was 
much enjoyed by the 50 or more mem- 
bers present. 

: 2 @ 

Nashville, Tenn.—The Nashville asso- 
ciation at its monthly meeting heard an 
address by Judge John R. Aust of chan- 
cery court. Judge Aust discussed the 
subject of wills and pointed out just 
why every man should make one. Frank- 
lin C. Morss, agency manager for the 
Frovident Mutual Life, was a guest and 
made a talk on sales. Tom Mooney gave 
a humorous monologue. 

a *x * * 
Earl F. Colborn, general 





Cleveland 


Rochester, N. Y., was the speaker at the 
February meeting of the association last 
week, speaking to the subject, “What 
Do You Want?” Twenty-two new mem- 


|} bers were voted into membership. 


The weekly sales conference of the 
Cleveland association today discussed 


|the subject, “Experiences With Cold 


Turkey,” the topic eliciting lively dis- 
cussion. 
*x* * * 
Washington State—Representatives of 
the life underwriters’ associations of the 


}state of Washington met at Seattle for 


the purpose of organizing a statewide 
organization, 

The objectives of the organization will 
be to prepare educational programs for 
all member groups; to hold an annual 
state sales congress and more effectively 
carry out the legislative programs of 
the various local organizations. 

Representatives in atendance at the 
first meeting were George Buck of 
Seattle, Provident Mutual; Fred Rowney, 
president of the Everett association; C. 
EE. Powell, president of the Tacoma asso- 


| ciation, and J. H. Baird, Seattle, general 


agent of the Aetna Life, and forme 


| president of the Seattle association 


k : : 

Portland, Ore.—The Portlind associa 
tion had as the honor guest at its weekly) 
luncheon Gen. S. Herbert Wolfe of New 
York City, widely known actuary Tle 
is here on some special actuarial! ! 
tor the Oregon Life 

He talked interestingly befor the 
underwriters on a plan of war risk 
surance recently submitted to the Fren 


}government, and which may be put 


force at some future time 


E. G. Cowel Promoted 


Kk. G. Cowel, who joined the Central 
States Life of St. Louis as manager of 
its home oftice general agency, has been 
made regional superintendent of ager 
cies operating out ot the home = oftiice 
For a long time he was manager tor 
one of the eastern companies, havin 
heen located at East St. Louis ( \\ 
Breidecker succeeds Mr. Cowel as mat 
ager of the home office general agency 
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MANNING TALKS OF 
TRUST COOPERATION 


(CONTINUBD FROM PAGE 3) 
considering the fact it is designed to 
give a wite and two children a living 
income. 

Can Afford $1,200 a Year 


February , a, 








“The amount of principal that is nec- 
essary to create that income is $50,000, 
figuring around 4.8 per cent, which is 
above the average of what most of the 
the insurance companies pay A man 
earning $8,000 to $12,000 can reasonably 


afford to put somewhere near, or be- 
tween $1200 and $1500 into life insur- 
ance to buy $50,000, no matter what 
else he does. Ii he has been fortunate 
enough or can arrange his affairs so 
he can raise money to create an addi- 
tional estate it means so much more 


of the cultural advantage which his fam- 


ily is going to enjoy above an irre- 
ducible minimum. 
Uses Direct Mail 
“The methods of approaching men 


for this matter are diverse. I use direct 
mail a good deal. I also use the bank 
itself, which I have gotten after, lo, 
these many years, to unlimber and give 
me some of their good depositors as 
leads. And then I take my old policy- 
holders that I have sold large amounts 
to and I find that after some years they 
have accumulated securities so that the 
original trust agreeements which I had 
created with them no longer seem to 
fill the bill. 
Gets Trust Company Help 


“As I look at it today I am merely 
a liaison officer between the life in- 
surance companies and the trust com- 
panies. I don’t try to be a trust man, 
nor do I try to be a public accountant 
nor a tax expert, nor a security expert 
I don’t want to be that. All 1 want 
to be known as is a damn good life 
insurance man. When the average life 
insurance man takes unto himseli and 
tries to act as an authority on things 
outside of the life insurance business 
I think he is stepping too far because 
the bank or the trust company that 
is properly organized can do all of those 
things for him gladly without any ex- 
pense to himselt and really he creates 
a much better atmosphere in the mind 
of the client when he assumes that he 
is a good life insurance man and he is 
taking the client to a man to give him 
as good advice as he is giving him on 


life insurance. 
Letter That Pulls 
“May I read you just one letter that 


brings me quite a few contacts rhis 
is on my company’s letterheads 

‘This company has reserved for you 

a copy of an intensely practical book 

entitled, “The Estate Conservation of 

Life Insurance Trusts.’ In the last 

_—" alone over 100 men and women 
1 Boston have requested a copy 


‘One of the quite interesting fea- 
tures in this book contains a_ record 
of the actual shrinkage in an estate of 
a million dollars 

“"The intent is to point out the 
shrinkages that occur in every estate, 
some of which are certain, some varia- 


ble, but each of which can be esteemed 
Everything conected with the subject 
of estate probating and shrinkage is 
taken up in a_ helpful, nontechnical 
manner 

‘May we send it to you without any 


obligation on your part: 


Must Have Information 


‘That letter has brought me from 10 
to 25 replies to the hundred, and when 
1 go out I give the man a copy of this 
hook and I tell him the story, then | 
try to extract trom him informa 
thon 

“T tound it early 
reer when canvassing tor these 
surance trusts, or in fact canvassing 
any kind of insurance above just 
mere $3,000 or $4,000 to cover some spe 
cihe need, that it was necessary tor me 
to know something about the man, How 


SoTii« 


m my ca 
hie in 
tor 
the 


hecessary 





—— —————— 


anybody can really program a man with- 
out knowing what his income is is 
absolutely beyond me. And one day 
a little while ago when I had gotten a 
very nice reception from a direct mail 
lead I said to the man, ‘Would you ob- 
ject to answering a few very personal 
questions?’ He said, ‘Well, it would 
certainly depend on their nature. What 
are they?’ 


Pretty D— Personal 


“So I handed him over a copy otf this 
questionnaire. He read through the first 
two and he said, ‘They are pretty damn 
personal, aren’t they? I said, ‘Yes.’ 
He said, ‘Do I have to answer them?’ 
I said, ‘No. If you don’t want to an- 
swer them let's talk about golf and polo 
After all, if you are not willing to give 
me your confidence I can’t do anything 
for you.’ 


“He said, ‘I never even told this stuff 
to my wife.’ 

“I said, ‘Perhaps you should have 
done that long ago. Maybe she has a 


longer head than you think. Whatever 
you say to me after I am through will 
be numbered. It will go into my file, 


and it will mean nothing more to me. 
My files are just as inviolate as the 
files of the trust anes of a trust 
company. I think I have built up some 
little reputation for being fairly secre- 
tive, and unless you want me to tell at 
some future time the details of your 
estate, nobody will ever know this but 
you and me.’ That satisfied him and 


I went through.” 

(Mr. Manning's handling of his ques- 
tionaire for prospects, with Mr. Eubank 
as the prospect, which followed at 
point, will be given next week.) 


WOODS SHOWS VALUE 
OF LIFE INSURANCE 


(CONTINUED FROM PAGE 3) 


stock was selling for $400 a share before 
he died. He wanted that preserved for 
his family and his associates in business. 
So he left provision in his will provid- 
ing that his other assets should pay the 
debts of the estate. There weren't any 
debts when he was living. The stock in 
this particular corporation should go to 
his family and 


this 


associates 


How Life Insurance 
Would Have Helped 


The book value of this stock was $140 
and if that stock had been appraised at 
even $140 all his other wouldn't 
have paid the administration expense 
By some hokus pokus it hasn't been 
called to the attention of the various 


assets 


machinery of the government. The trust 
company fixed it up in some way. I 
haven't asked any questions. But the 
point is that this man left an amount 
of $400,000 of liquid securities. He left 


an estate where the provisions of his 
will couldn't possibly have been carried 
out. Jut a little bit of life insurance 
would have made all the difference in 
the world. 

So that the amount of 
you see, doesn't even 
estates at par. That isn’ 


Mrs. Leland Stanford's 
Tribute to Life Insurance 


paid, 
American 


insurance 
en 
kee] 


t very 





One of the finest documents of 
msurance was that letter which Mr: 
Leland Stanford wrote after Lek 
Stanford died (that estate w 
at $35,000,000), in which 
first ready money she 


and 
as estimated 
she says the 
and 


got the money 


that kept Leland Stanford University 
open was a little $15,000 life policy of a 
company which was later the Pacitic 
Mutual but which started with a differ 
ent name Phat was $15,000 of real 
money 


If any of you have ever had to renew 


notes, you know that to renew a note of 
$1,000 you don't have to have the whole 
amount of the note. If you can take into 
your bank $100 or $200 of real money 
renewing it is easy. But it isn’t so easy 
when you haven't one cent to pay, which 
is true of many and many an estate 
The statement is made wrongly, | 
think, and I don’t know of any state 
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ment we have more inquiry about than 
the statement that 87 percent, or 87% 
percent of the money left by people in 
this country is life insurance. That is a 
very interesting statement except that it 
isn't true. You know the old story about 
the fellow that a couple of Jewish gen- 
tlemen were talking about and one said, 
“Il hear Moe Lieberman made $400,000 
last year in the jewelry business in Chi- 
cago,” 

And the other said, “I don’t believe 
it. 

“Well,” he said, “there is his brother 
over there, go and ask him.” 

The brother said, “Well, that is all 
right except for a few particulars. It 
wasn't in the jewelry business, it was 
in the clothing business. It wasn't in 
Chicago, it was in Cincinnati. It wasn’t 
$400,000, it was $40,000. And he didn’t 
make it, he lost it.” 


Most Estates Consist of 
Life Insurance Proceeds 


Here is a fact, however. We don't 
need to build up life insurance by false 
statements. It is true that about half a 
million people left claims under $462,000 
in 1920. And the number of people who 
left $50,000 or over is only 12,000. The 
number of people who left an estate at 
all is probably 200,000. In other words, 
whereas 500,000 people left life insur- 
ance, only 200,000 people left money in 
any other form. So it is true that about 
two-thirds of the people who die leave 


wholly or principally life insurance, a 
very different statement than saying 
two-thirds of the money left. Because 


some men leave estates of many mil- 
lions and the life insurance is a very 
small part of the estate. But that state- 
ment is true that in most cases, in prob- 
ably two-thirds of the cases, a man’s 
life insurance policy is his estate. And 
that puts a very solemn responsibility 
on life underwriters. 


Settlement of an Estate Is 
Practically a Receivership 
This idea, I think, will help many a 

trust company man or life insurance 

man. Ask a man if he knew his estate 

Were going into the hands of a receiver 

tomorrow, what he thought the shrink- 

age would be. Almost any going busi- 
ness has a different value as a going 
business than it has to be liquidated by 
receivers in bankruptcy or anybody else. 
And yet the settlement of a man’s estate 
at his death is practically receivership 
except that it is inevitable when an 
estate is liquidated it never comes out 
of the receiver's hands. The man won't 
be there to guide it. With many a per- 
son going into receivership it helps ma- 
ferially in the straightening out of it 
Then the government, the state and the 
receivers add very heavy burdens of ex- 
pense lo get a man’s attention to pro- 
vide for that is sometimes interesting. 
it comes to the appoint- 
ment of your executor, why should you 
company as exec : 


Ow when 


vitor’ 


appoint a trust 


Why Trust Company Should 
Be Made the Executor 





] am not going to ask many 
people have made a will. I asked that 
at Phoenix, Ariz., and the ——— of 
the trust company was the first one to 
we ip ti « hadn't made a will. But 
I ld to ask you how many ol 
1 se qualities an executor should pos 
sess you would like to have your execu 
tor without? And the second question, 


do you know any individual executor 


has got them? 


Is there anybody in this room who 
would like to hand over to your wile 
everything you have, complicated as it 
is? Jf there is anybody who would do 


that, is there any wife who has any 
sense that would consider that a privi- 
wouldn't resent that as a bur 
den? And yet a great many people say, 

have made my wife executor. I didn’t 
want to hurt her feelings.” You will 
wt her feelings eventually far worse 
woman an executrix. The 
woman has to do is hunt 

Trust companies are fa- 
I hey con't have to 
submit that 


lewe and 


to make a 

first thing a 
ip a lawyer 
miliar with routine 


lawyer about it So | 
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as One way to help trust companies very 
much in suggesting to a person for 
proper conservation of insurance, the 
qualities an executor ought to have. 


Women Are Not Experts 
in Business Matters 


There is an illustration of the difficulty 
with a personal executor, a wife ap- 
pointed as executrix. If she dies, the 
children are not of age and may not be 
as competent as she is. When we speak 
of women, it is like the sheik saying to 
the camel, “Why is thy neck so 
crooked?” and the camel said, “Why ask 
only about my neck?” Men make finan- 
cial mistakes, you know, so why find 
fault with women. 

The humorist said, you know, “Wo- 
men are curious creatures. God made 
them to match the men.” We must not 
find fault with the women because they 
are not good business men. 

Now a trust company should be ap- 
pointed executor because it does the 
work best. There is an advertisement 
gotten out by a trust company to show 
the advantage of leaving money by life 
insurance rather than the ordinary 
process. What a thing it is to have 
these trust companies doing better ad- 
vertising than most: life companies. 
They are advertising our _ business, 
though of course it is to their interest. 


Question of Motive Need 
Not Enter into Consideration 


Here is $80,000,000,000 of estates in 
the process of being left, and the more 
of those left the more business for trust 
companies. Don't suspect the, motive. 
My doctor cures me of a toothache and 
I don’t care whether he does it because 
he gets paid for it, or because he likes 
me. It isn’t a matter of very much 
concern to me. I want to get rid of the 
toothache. The business of finding fault 
with a man’s motive who is doing some- 
thing to help your business is tommy- 
rot based upon the very best founda- 
tion. It is different from the fellow who 
asked the question, “Why is a flapper 
like a traffic cop?” and the other fellow 
said, “Because wherl the traffic cop says 
‘Stop’ he means it.” 


Life Insurance Money 
Is Untouched by Tax 


I have a wonderful illustration of a 
trust company, showing the advantage 
of leaving money by life insurance com- 
pared to leaving it in the rest of the 
estate. It does seem when a man dies 
the tax gatherers from all the states, the 
administrators and all the others come 
around and put their hand into the till, 
whereas the life insurance money is al- 
most untouched by tax money, or, in 
other words, it falls right into the box. 

There is a study we made of the ad- 
vantages of trust company administra- 
tion compared to private. You will find 
the estates handled by trust companies 
turned out in every respect better than 
the estates handled by private executors 
The trust companies got more cash out 
of the estates than did the private ex- 
ecutor with the small estate. But there 
was a 10 percent saving outside of all 
the strain and the mixing of family af- 


fairs 


Much Lost Through Work 
of the Private Trustees 


I don't know how much life insurance 
I have seen payable to trustees and with 
the best of intentions those persons have 
money. I know of a case 
almost across the street from me, one 
of the finest families, where a man left 
half a million dollars which is all gone, 
including the daughter's trust fund. The 
wife is even closing a department store 
in Pittsburgh and is dependent upon 
that source of income and the small in- 
come of the son-in-law for a living. So 
the embarrassments of the personal ex- 
ecutor are very great 

Even funeral expenses are very hard 
to deal with. We had an instance in 
our company where there was a $6,500 
undertaker bill. We had a _ colored 


misused the 





woman collect $250 on several industrial 


policies and she was going to pay $650 
for her husband's funeral. 


High Cost of Bots Tee 
to Receive Co ration 


You know there is the high cost of 
dying. You better put it off if you can. 
It costs too much to die now. But I 
just want to tell you one story, of co- 
operation of life underwriters. This fel- 
low McDonley of our agency had a little 
foreign girl who came in after school to 
work for him. One day she got married 
to a fellow who worked in the mill. One 
day a man said to him, “Fanny is mar- 
ried. Has her husband any insurance?” 

McDonley went down and saw the 
husband and he hunted around and 
finally dug out a Prudential policy for 
$600. Mack came away and eight weeks 
after that his wife said, “Mack, do you 
know Fanny is going to have a baby 
and that $600 isn’t going to take very 
much care of her with a baby?” So 
Mack went down and sold a $1,500 pol- 
icy. In four months that man was killed 
by an accident in the mill, and do you 
know the undertaker’s bill was $1,275 
There was a wife with a young baby. 


Effort Made to Get the 
Undertaker’s Bill Cut 


Some men say, “My wife can do what 
she did before.” But you must remem- 
ber we take wives out of good jobs. 
They are worn in our service, out of 
touch with business and with little chil- 
dren they can’t leave. Well that under- 
taker's bill was $1,275 and the woman 
had $2,500 all together. She had a four 
months’ old baby. She couldn’t leave it 
unless she put the baby in an orphanage. 

So Mack got after the undertaker. He 
started nicely with him and wound up 
by saying words which I guess weren't 
very nice. But the undertaker refused 
to reduce the bill. Fortunately, we had 
to go to a trust company, or rather we 
did go to a trust company because the 
woman was only 17 years old, and ap- 
pointed the trust company to receive the 
money. 


How the Agent Helped 
Widow Out of Difficulty 


The president of the trust company 
put the undertaker on the carpet and 
both Mack and the undertaker talked 
to him. Finally the undertaker said he 
was going to sue Mack. Mack said. 
“You do. Just bring an action against 
me for trying to protect that widow 
from vour theft. I will pay your law- 
yer's fees and I will see that the paper 
gets plenty of notice of it. Go to it and 
sue me. Bring in the president of the 
trust company too. He would be glad 
to be sued too. It wouldn't be us that 
would leave town.” 

They finally got the undertaker to re- 
duce that bill from $1,275 to $650 and 
that was plenty. That left that little 
woman $1,500 and a four months’ old 
baby to face life with, a little woman 
17. Wasn't that a nice piece of coopera- 
tion? That gives an illustration of the 
modern life underwriter who is not con- 
tent with simply selling a policy and 
then forgetting it. 


LIFE PAYMENTS SHOWN 
IN SPECIAL EDITION 


(CONTINUED FROM PAGE 3) 
tion from the “Insurance Press.” The 
current issue has been somewhat delayed 
owing to the conditions which led to 
the retirement of the “Insurance Press” 
from the publishing business. The ma- 
terials for 1925, given in the issue just 
published, had been worked up by the 
“Insurance Press” and the compilation 
was completed by the staff of that paper 
Delay Not Serious 


The delay on the 1925 figures, while 
perhaps regrettable, is not serious. 
There is no other source for this infor- 
mation. It is compiled as a private en- 
terprise of an independent publisher. It 
is not available until released. The pub- 
licity received through the daily papers, 
even though late, is no less than if the 
matter could have heen released a few 





months earlier. It is still the earliest 
information on 1925 and not only of 
high value but of high news value. 


Due Annually in July 


The compilation of the life insurance 
payments made in 1926 is well under 
way. It will be rapidly completed by 
THe NATIONAL UNDERWRITER Organiza- 
tion, which hereafter will publish the 
Life Insurance Distributions Number as 
its own. The issue with the 1926 pay- 
ments is scheduled for publication some 
time in July. The enormous task of col- 
lecting from individual companies their 
individual payments, and sorting and 
organizing the information is not a small 
one. Even an organization like that of 
Tue NATIONAL UNDERWRITER cannot com- 
plete the work in a brief time. Besides, 
the middle of the following year is early 
enough to publish the information con- 
cerning the payments made on life poli- 
cies. Even if earlier publication were 
desirable, it would not be practicable, 
owing to the amount of work involved. 


Will Grow Year by Year 


The labor of compilation, of course, 
increases from year to year. With the 
enormous growth in the volume of life 
insurance the claim benefits also in- 
crease. Not only will the labor increase 
year by year, but the impressiveness of 
the figures will grow. 


Volume Is Impressive 


THe NationaL UNbERWRITER feels 
much gratification in adding this Life 
Insurance Distributions Number to its 
other life insurance services. Its com- 
pilation and statistical services were al- 
ready beyond comparison with any 
other in the business. The addition of 
this new department brings its statistical 
work to a volume that is positively im- 
pressive. Some years ago one of the 
larger old residences on East Fourth 
street in Cincinnati was purchased to 
afford room for the work carried on. 
Recently a second old residence, even 
larger than the other, was purchased 
because the first one had been outgrown. 
With ample facilities, a trained staff and 
long experience, THE NATIonaL UNbek- 
WRITER provides for the life insurance 
business, compilation and _ statistical 
services that are unexampled for accu- 
racy and precision as well as volume. 


Copies Still on Sale 


In printing such a large number of 
copies it is necessary to print a small 
excess to allow for waste and spoilage 
in binding and handling. Thus there 
are about 1,100 copies of the Life Insur- 
ance Distributions Number still avail- 
able. Orders will be filled until the sup- 
ply is exhausted, at the following prices: 
Single copies and orders less than 50, 
75 cents per copy; 50 or more, 50 cents 
each; 100 or more, 45 cents each: 500 
or more, 40 cents each; 1,000, 35 cents 
each. 

On orders for less than seven copies, 
cash or check should be sent with order. 


Woollen to Honolulu 


H. M. Woollen, president of the 
American Central Life, and president of 
the American Life Convention, was in 
Dallas last week conferring with Harry 
L. Seay, president of the Southland 
Life and a member of the program com- 
mittee, concerning arrangements for the 
annual meeting of the Convention in 
October. Claris Adams, secretary and 
general counsel for the Convention, ac- 
companied President Woollen. 

President Woollen, after spending a 
few days in Dallas as the guest of Mr 
Seay and Clarence Linz, left for the Pa 
cific Coast and Honolulu. He was ac 
companied by his wife. 


Two New Ones at Cleveland 

CLEVELAND, O.—Feb. 23.—Two 
additional companies have recently 
entered the Cleveland life insurance 
held, the Jefferson Standard, represent 
ed by W. F. Schwall, formerly with the 
same company at Marietta, and the In 
ternational, represented by John V. Kee 
nan, who was that company's agent at 
Denver and Kansas City 
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Man Just Entering the Life Insurance Relig tal Sree ed, hard work : people are’ and. where you can "reach 





Field Offered by a Leading Producer | 3° *° Ore yo" come coast nn | ne this! ut mot before: Keep this up 


Pr i 
ospect Tickler 00) working days of the year and 
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Connecticut General News 


GROWTH Hartford, Conn. 


A matter of natural development. 
Our Growth has been persistent. 1926 Record 


Our root extends down--not out. New Paid Life Insurance $232,242,985.33 














Life Insurance in force Dec. 31, 1926 849 803,816.92 
4 Life Department Income 26,058,845.57 
Accident Department Income 2,029,446.42 
Total Income 28,088 ,291.99 


We haven’t spread much because we are 
rooted deep and lastingly in Illinois, In- 
diana, Kentucky, Missouri and Iowa. 


Ten Years of Progress 
New Paid For Life Insurance 


. Year Life Insurance in Force Assets 

eady, persistent growth means permanent 
- re 1916 $ 26,506,389.80 $113,391,968.32 — $18,181,383.87 
life. 1921 117,922,256.08 410,248,133.89 37,501,952.57 
1926 232,242,985.33 849,803,816.92 86,602,009. 30 

f Men who wish to make a connection or 

undertake to underwrite life insurance can Sixty-Second Annual Statement 

make an unusually good connection with us a ieaiiiaaes 
tabilities $79,309 BS0.52 
now. Write for information and territory Rucese Secusity to Palicwhebdere 7.20? 158.78 
desired. Assets, December 31, 1926 86, 602,009.30 


CHICAGO NATIONAL Another Year of Consistent Groteth 
LIFE INSURANCE CO. 
202 South State Street 


Chicago, IIl. 
A. E. JOHNSON, AGENCY MANAGER 
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RED D. STRUDELL 
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demonstrated it. Do everything you 
can to cement your clientele to you. Get 
your clients into the habit of looking 
upon you as their life insurance coun- 
selor. 

It would be hardly fair for me to 
mention four ways of giving real service 
without telling you a little more about 
them and what each consists of. 


Method of Preparing 

Life Insurance Audit 

There are many ways of making up 
life insurance audits. One way is as fol- 
lows: 

Arrange all policies in a valuable pa- 
per wallet, putting each policy in an 
envelope by itself and tabulating upon 
the face of the envelope the insured’s 
name, cash values of the policy, and any 
other information in the policy which 
the insured might wish to refer to from 
time to time. This wallet will fit the 
average safe deposit box, which is the 
place where the insured should keep his 
policies. 

The second part of the audit consists 
of a loose leaf leather folder and should 
contain the following information: 


Other Information 

to Be Included 

1. A general letter on the subject of 
life insurance, mentioning and de- 
veloping the five things that can 
be accomplished through life in- 
surance better than through any 
other means, namely: 

(a) Lump sum insurance to 
cover debts, inheritance 
taxes, mortgages, etc. 

(b) Monthly income for de- 


pendents. 

(c) Educational fund for chil- 
dren. 

(d) Own old age retirement 
fund. 


(e) Protection of income 
against disability. 

2. A brief history of life insurance 
companies in which your client 
carries his insurance, giving the 
companies’ date of organization, 
insurance in force, assets, reserve 
basis, etc. 

3. <A page analysis of each and every 
contract. 

4. A summary of all insurance car 
ried. 

5. A premium payment record show- 
ing months in which premiums are 
due. 

6. A personal insurance program 
showing how many of the five 
points are covered and making 
suggestions as to the points not 
covered. 


Subjects Covered by 

Inheritance Tax Survey 

An inheritance tax survey should con- 
tain the following information: 

1. A general letter. 

2. An analysis of the client’s estate, 
showing the net taxable estate at 
the time of his death. 

3. The estate and inheritance taxes 
and administration costs for an 
estate of this size. 

4. Illustrations of estates that have 
suffered by not having had insur- 
ance money at the time the owner 
of the estate died. 

5. Names of prominent men who 
carry inheritance tax insurance. 

6. Opinions of prominent men who 
indorse inheritance tax insurance. 

7. Any other information on the sub- 
ject which would be of value. 


Essense of the Effective 

Business Insurance Survey 

A business insurance survey should 
contain the following information: 

1. A general letter or introduction. 

2. Endorsements of business insur- 

ance by bankers, attorneys, etc. 
The effect of business insurance in 
stabilizing credit. 

4. Names of businesses carrying 
business insurance and the 
amounts of the policies. 

Taxation of business insurance. 

6. Plan of insurance and amount 
recommended for this pee 
case and the reasons why this in- 
surance should be applied for. 


cu 


7. Anything else of value that you 
can think of. 


Personal Insurance Program 

Makes a Lasting Client 

When you call on an individual for 
the first time, if you do not make an 
audit for him it is advisable that you 
work out a personal insurance program, 
showing what needs he has covered 
through life insurance and what needs 
still remain to be covered at this time 
or in the future. It may take him sev- 
eral years to build his program to its 
completion, but the point of value to the 
life underwriter is that as your client 
grows you grow with him. The $1,000 
policyholder of today may be the $100,- 
000 policyholder of tomorrow. 


FRATERNALS EAGER TO 
ENTER JUVENILE FIELD 


(CONTINUBD FROM PAGE 3) 
bill provides that the contributilons 
made on such a certificate shall be 
based upon the Standard Industrial mor- 
tality table, or the English life table 
number six, “or such other mortality 
table as may be approved by the super- 
intendent of insurance.” Mr. Lentz went 
on to say: “We are all happy to know 
that they have a new commissioner in 
Pennsylvania.” He seemed to be very 
pleased with Commissioner Taggart and 
he complimented him highly. 
Opposition Against Speakman Bill 


The meeting was livened up when 
Miss Bina M. West, supreme com- 
mander of the Woman's Benefit Associa- 
tion of Port Huron, Mich., and former 
president of the congress, attacked the 
Speakman bill after Mr. Lentz had been 
advocating it. She said that the con- 
gress had agreed on a bill last year 
and she thought that the fraternals 
should stick together and stand by the 
congress’ bill. Mr. Lentz replied to Miss 
West's vicious attack by saying that the 
new bill was substantially the same as 
the congress’ bill and that the author 
of the new bill, Frank M. Speakman, 
was a prominent actuary who knows 
what he is doing. Mr. Speakman is a fra- 
ternal man and has their interests at 
heart. The only change was the op- 
tional increase in death penalties. 

Cites Negative Attitude of Commissioners 


John C. Snyder, Tribe of Ben Hur, 
and president of the National Fraternal 
Congress, spoke of the difficulty of get- 
ting favorable legislation passed. At- 
tempts to do something with the com- 
missioners at their Pacific coast meeting 
was unsuccessful, as the fraternals were 
not even accorded a hearing. Mr. Sny- 
der was very bitter in his attack on the 
Indiana legislature. “In Indiana it isn’t 
a question of what you want or what 
somebody else wants—there is a com- 
mittee that comes up the back stairs.” 
Mr. Lentz recommended that the fra- 
ternals “originate law in the legislature 
and not in the commissioners’ meeting, 
where we can only peek through the 
keyhole, hoping to get in.” 

Retail Credit Officer Speaks 


Walter G. Hill of Atlanta, vice-presi- 
dent of the Retail Credit Company, 
spoke on inspection reports and how 
they are made. He went into detail 
concerning the method of selecting in- 
spectors and how valuable their work 
has proven to be to insurance com- 
panies. Several members testified to 
the great benefit of inspection. 

President Hadley of the president's 
section, Protective Home Circle, gave 
the address of welcome and presided at 
the meeting. 





Honor President Hill 


The month of February is termed 
“President’s Month” by the Abraham 
Lincoln Life in honor of its president, 
H. B. Hill. The month of February of 


each year is set aside as a loyalty cam- 
paign to the president and the plan de- 
cided upon this year was to place a rose 
for each application received by the 
agency staff in a huge floral basket, and 





present the enormous basket of roses to 








February 25, 1927 








President Hill on his birthday which is 
Feb. 28. Present indications are that 
the largest volume of business that the 
company has ever written in February 
will be secured this year. 











TWENTY YEARS , 
and the 


CONFIDENCE of 
POLICYHOLDERS 


assure 


OUR AGENTS 
THEIR OWN FUTURE 
is SECURE 

Write for 
“FOURTEEN POINTS” 


A. M. Hopkins, Mgr. of Agencies 
PHILADELPHIA LIFE 


INSURANCE COMPANY 


111 North Broad Street 
PHILADELPHIA, PA. 








General State Agents 


Do you know that you can do a 
real job of agency building? 
Would you like a real oppor- 

tunity? An aggressive growing 
middle western company wants 
State agents in Missouri, Iowa, 
Illinois and Minnesota. We don’t 
want theorists, has-beens or rock- 
ing-chair leaders. We want men 
free from debt, with clean record, 
between 30 and 45 years of age, 
a fighter and leader of men. For 
such we have exceptional open- 
ings and a future. Give all in- 
formation in first letter. If pos- 
sible send a recent photograph. 
All answers treated in strict con- 
fidence, and will be sent direct to 
the President. 


Address Lock Box 320 
LINCOLN, NEBR. 











44f°ARTOONS Without a Doubt are the 
Most Effective Weapons to Arouse 

Agents to a Sense of Their Own Defects 

Without Offending Them” 

Write today for proof sheets of cartoon cuts 

suitable for use in your company or agency 

publications. 


MINNEAPOLIS 
MINNESOTA 





WHAT’S AHEAD? 


That question is in the mind ef every am 
bitious man. It’s in your mind. 

If the answer does not satisfy, it will pay yeu 
to learn the advantages of a life underwriting 
contract with Fidelity. 

Fidelity originated the disability provisien, the 
double feature, and the “Income for Life” 
plan. It operates in forty states on a full level 
net premium basis with more than $68,000,000 in 
assets and over $330,000,000 insurance in force. 

More than 35,000 direct leads @ year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, President 
ee 





Position Wanted as Field 
Representative 
Successful, live organizer and personal pro- 
ducer is available for work as traveling Field 
Representative with reputable life insurance 
company. College graduate. Address US97 
Care of The National “Underwriter. 
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A Great Year Closed— 
A Greater Year Ahead! 


INE TEEN Twenty-Six was a great year 
for the Missouri State Life—the greatest 


in the Company's entire 34 years of history. 


Insurance in Force 


December 31, 1926, over $670,919,000 
December 31, 1925, 587,586,508 


Gain for the year, over $ 83,000,000 


Admitted Assets 


December 31, 1926, over $ 70,000,000 
December 31, 1925, 61,889,485 


Gain for the year, over $ 8,000,000 








The wonderful spirit which prevails through- 
out the entire organization assures even 
greater success for 1927. 


A GREAT COMPANY DAILY GROWING GREATER 


Missouri State Life 
Insurance Company 


M. E. Singleton, President Home Office, St. Louis 
LIFE - ACCIDENT - HEALTH - GROUP 
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The Spring Drive 


i & IE Agency Force of the Peoria 
Life opens its spring drive 


ahead of the season with the “Bring 


Ifome the Bacon” campaign, an an- 
nual institution of long standing 
which began February first and runs 
to the latter part of March. There 
may be an honest difference of opin- 
ion about sales contests, but Peoria 
Life agents cast a solid and enthu 
siastic vote for Bringing Home the 


) 
Bacon 


llis campaign has neither the 
purpose nor the effect of putting on 
the Company’s books a huge volume 




















of hastily written, high pressure 
business. What it does do is to fur- 
nish the Company’s agents with a 
fresh objective and a new incentive, 
and to revive their drooping New 
Year resolutions. It runs _ long 
enough to encourage a habit of regu- 
lar activity and consistent produc- 
tion that has a very favorable effect 
on their record in subsequent 
months. 


The Bring Home the Bacon cam- 
paign is just one of many items on 
the Peoria Life calendar that point 
and stimulate the activity of its 
agents, and make them better, more 
effective and more prosperous life 


insurance men. 























Peoria Life Insurance Company 


PEORIA, ILLINOIS 

















